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BROWN-DUNKIN COMPANY 
TULSA, OKLAHOMA 


Step out of the elevator on the fourth floor of this mar- 
velous institution, one of the finest and most progressive 
in the west, and ask them what they think of | 


Poll-Parrot Shoes 


and you will see a generous display of enthusiasm. This 
fine concern, like scores of other leaders, has found the 
Poll-Parrot line, so complete in style and pattern selec- 
tions, is the solution to their juvenile footwear problem. 
¥ Poll-Parrots are built to high quality standards, and sell 


at the popular prices. They are sales-makers and profit- 


P 


makers for thousands of stores who feature them. 
Parrot 


oll-Pa 


Branch of international Shoe Co-:' 


ST. LOUIS, MO. 


When writing advertisers please mention Boot and Shoe Recorder 
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AND SHOE RECORD! 


Gerard Swope, 


president of the General Electric 


Company, says: 

“First, we must decide in what 
volume and what kind of products 
we want industry to supply and how 
to have industry organized to be 
of service. 

“Second, we must secure for 
workers in industry an assurance 


of minimum employment per year, 
at compensation adequate to en- 
able them to live in accordance with 
a standard of living that we want 
to maintain and can maintain, with 
the requirement that the employees 
themselves analy ze, understand, 
and accept their responsibilities and 
contribute toward the solution of 
the problem by laying aside a cer- 
tain portion of their earnings for 
accident, invalidity, and death, for 
old-age retirement and for periods 
of cessation of work if they come. 

“Third, where we have not ad- 
vanced far enough to be able to 
give an assurance of employment, 
unemployment reserves should be 
built up and maintained as a separ- 
ate reserve by each unit. 

“Fourth, every individual who 
has worked with his company a 
certain minimum length of time to 
qualify as a recipient of such bene- 
fits and who receives less than a 
specified annual compensation, shall 
contribute towards its cost and 
share in its administration. 

“Fifth, the employer should con- 
tribute to the unemployment re- 
serves not less than the amount 
contributed by the employees.” 
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The VOICE the TRADE 


Geuting, Jr., 
one of the young men in the Geut- 
ing’s store in Philadelphia, became 
engaged to Miss Helena Raskob, 
eldest daughter of John J. Raskob, 
at a party held the day before the 
N. S. R. A. convention. 

Young Joe is a son of Joe Geut- 
ing and a nephew of A. H. Geuting. 
Joe Jr. has been learning shoes 
from the sources to the foot, these 
past four years since graduation 
from college. He has worked in 
shoe factories.and in tanneries to 
get a broad knowledge that would 
ultimately help him in the retail 
store, for he is expected to carry 
on the Geuting tradition. 

* * 


to Shu & Leder of Berlin, Ger- 
many, on the Golden Book of the 


German shoe and leather craft, 
issued recently. 

For seventy-five years the Ger- 
man trade journal, Shu & Leder, 
has been published in the interest 
of the German shoe and leather in- 
dustry. This book shows how in 
these seventy-five years the Ger- 
man shoe and leather industry grew 
and flourished and expanded. It 
shows the aims and the purposes of 
its pioneers and leaders. It shows 
the cradle of the various German 
shoe centers in different states and 
markets. It shows how “he who 
has courage will win over the dark- 
est times and the most depressing 
conditions.” 

_ The foreword says: “It is worth- 


while to remember today, because 
the world looks dark today. There 
is hardly a ray of light on the hori- 
zon. But in the light of the history 
of the German shoe industry, these 
days we are living through are not 
quite as dark as they appear. This 
history is a great source of hope 
and this book will remind us of the 
hard days that lay behind us, so that 
we may forget a sinister present.” 


* 


Elmo Calkins, 
the dean of the advertising profes- 
sion, writes in the Atlantic Monthly: 
“False Bargains Betray Us! Un- 
reliable, low-grade products are 
nothing new. We have had them 
from the beginning of industry 
The menace lies in the over-stimu- 
lation of this nefarious industry, 
and the ease with which the public 
falls victim to low prices. 

“ ‘Quality’ is an elusive word. 
A low-priced article can be good 
of its kind, can have quality with- 
in the limits of its price. The con- 
tention is that poorly made mer- 
chandise is masquerading as some- 
thing better, that it is being mis- 
represented. It is not the bargain 
that it pretends to be. It is not bet- 
ter goods sold at a sacrifice, but 
cheap goods sold at a liberal profit. 
If. the consumer knew what she 
was buying, she would not buy it; 
but she is not an expert in much 
that she buys. She must depend on 
the store or on a manufacturer’s 
name or trade-mark. When she 
abandons these landmarks, trades 


| 
é * 
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at a store that takes advantage of 

her confidence, or buys goods of 

whose origin she is ignorant, she 

takes chances and will regret it.” 
* 


‘The Auto Show 
last week prompts Norman G. 
Shidle, directing editor of the 
Chilton publications, to say : 

“The automotive industry ex- 
pects an upturn in business after 
the first of the year as compared 
with the last quarter of 1932. If 
the first quarter of 1933 exceeds 
that of the first quarter of 1932 in 
automobile, truck, parts and serv- 
ice sales, everybody will be de- 
lighted. There is little assurance, 
but some hope that this may be the 
case. Merchandising and sales ef- 
fort will be vigorous and construc- 
tive. Generally speaking, automo- 
bile production in 1933 seems likely 
to be at least as large as in 1932 
and may show an increase ranging 
from as high as 15 per cent. 

“Definite improvement in cars 
mechanically, chiefly to make driv- 
ing easier, more comfortable and 
safer and a tendency toward 


streamline cars, automatic chokes, 


easier starting, etc., are among the 
chief trends toward better automo- 
biles.” 


W. H. Moulton, 
president and Frank C. Rand, 
chairman of the board of the Inter- 
national Shoe Company of St. 
Louis, in an annual report say: 

“The company’s strong financial 
position has been maintained. Its 
cash at the end of the year amount- 
ed to $22,764,059 and its ratio of 
current assets to current liabilities 
—19¥% to 1—remains practically 
the same as at the close of the past 
two years. The company has bor- 
rowed no money for the past five 
or six years. 

“For the third successive year a 
declining market has prevailed on 
hides and leather—the low price on 
hides being reached in the late sum- 
mer. On a declining market mer- 
chants are reluctant to buy, and 
lower prices reduce dollar volume 
of sales. These two important fac- 
tors are reflected in our volume for 
1932 as compared with 1931.” 
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IMAGINATION 


James Stephens, in his delightful volume 
“Etched in Moonlight,” asks: “Who, having 
seen a cow twice, ever sees a cow again 
in life? The milkman! Not he, he milks 
something that he doesn’t know is there.” 

Life would be rather drab, wouldn’t it, 
if the things man makes were of such 
standard form that we could never tell one 
article from another. 

Imagination, that brain process of having 
mental images, is the great creative force 
of modern industry. It enables man to pro- 
duce new forms, new combinations, new 
interpretations of accumulated experience. 

And that is Fashion. Whether it be a 
shoe, an automobile, a cooking dish, or a 
tooth brush, the elements of style and color 


For the eye must first be tempted before 
the purse strings can be loosened. 


6 


P ipes and roses! 
A. P. Thompson, president of Hel- 
burn, Thompson Co., leather manu- 
facturers of Salem, was sixty years 
old the other day, and on the even- 
ing thereof, the shop crew sum- 
moned him to the recreation hall 
where they gave him a great bou- 
quet of sixty roses and two of the 
finest pipes they could obtain. The 
pipes were encased in the best of 


leather. Neighboring manufactur- 
ers sent gifts and greetings, and 
the evening was spent in celebrating 
the birthday. 


*x* * 


* 


of Asheville, N. C., rates the medal 
of honor for attendance at the con- 
vention. You will remember, we 
challenged him in our Christmas 
issue to get out of his hospital bed 


and to report at Chicago. He has 
been to every N. S. R. A. conven- 
tion since Cincinnati. Some record! 

He was at Chicago with the 
heads of his fifteen stores. He car- 
ried a cane and a rib-guard for (re- 
turning from the Commodore 
show) he was most painfully hurt 
in an automobile accident. His 
brother, Ben, is still pretty badly 
off from the results of the same 
accident. 

President Geuting stands ready 
to pin on the medal on a very 
courageous conventionite. 

* * * 


inquiring reporter 
was at the Palmer House during 
the Big Event to see what some of 
the convention fans had to say 
about the boot and shoe business. 
If anyone thinks that the whistle 
has blown and it’s quitting time for 
this industry just listen to what 
some of these men have to say. No, 
not a lot of hot air about “business 
being great” and other “boloney” 
but—well, I guess that good old 
expression we used to use so much 
during the World War—“carry on” 
—just about fits the case. But we'll 
let these gentlemen speak for them- 


selves. 
* * * 


F irst we'll present 
L. C. Kelling who owns the Kelling 
Shoe Company, La Porte, Indiana, 
(population 15,000). This store is 
one of those father-and-son busi- 
nesses and has been in the same 
location for the past fifty-two years. 

“We have a big modern store 
now, a good organization and we’re 
rarin’ to go,” as Mr. Kelling puts 
it. “We’ve always tried to be honest 
and sincere with our trade in fitting 
shoes correctly. With small-town 
women the question is, ‘how does a 
shoe fit and wear?’ We have an- 
swered that question by square 
dealing and the result is that we 
have served families to the third 
and fourth generation.” 

When Mr. Kelling began his 
career in the shoe business by sell- 
ing shoes for his brother he used 
to carry the Boor anp SHoe RE- 
CORDER home with him nights to 
study it. 

“T was determined to become a 
good salesman,” he says. 


10 
OH -1 X_HAVE To HAVE ir / 
are so accentuated and needful that they 
are today accepted as necessary to a profit- 
able transaction. 
§ 
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In 1918 when he was left with 
the business in his own hands, at 
the passing on of his brother, he 
continued to look to “The Book” 
as he calls it for new and better 
ideas. He hasn’t missed a conven- 
tion since 1919, 

* 


Messrs. Clifford Neff 


and Wilton Pauly, armed with the 
high courage, faith and ardent en- 
thusiasm of youth, are about to 
open up the “Neff’s Booterie” in 
Burlington, Iowa, on February 15. 

“How big is Burlington? Oh, 
30,000 friendly people and we just 
wish it wasn’t so long till February 
15. We’re anxious to begin serv- 
ing ’em.” 

Young girls must have style, 
they went on to say, and they want 
lots of pairs of shoes a year so they 
have to buy them at a popular price 
right now. This is the specialized 
fashion trade the Neff Booterie is 
going after. 

It’s a small store (17 by 21) 
but it’s next door to the theater, 
and it’s got a window that’s going 
to be full of up-to-the-minute 
Spring merchandise (they are buy- 
ing it right now). 

They say — “There is nothing 
just like it in Burlington — of 
course the girls are going to take 
to it—already we’re working up a 
phone trade.” 


Rogers 


who covers the territory out west— 
(Wyoming, Colorado, Nebraska, 
the Dakotas) — for Johansen 
Brothers, reports : 

“All that I can say is that the 
trend certainly does seem to be up 
and up. No, I wouldn’t go so far 
as to say that the farmers out my 
way are OPTIMISTIC. But they 
do seem to have renewed hope that 
times are going to be better and that 
some plans are going to be formu- 
lated which will stabilize prices for 
them. There surely is better 


feeling.” 
* 


R. B. Gallagher, 
in charge of the shoe department 
at the Maison Blanche down New 
Orleans way, says he’s full of brand 


new ideas which he isn’t ready yet 
to divulge. He’s just been with this 
house a couple of months, was 
formerly with Hanan & Son. Mr. 
Gallagher says: “It’s ideas that 
count these days, and I came to get 
a 1933 crop.” 


* * 


of ideas 
it was one of these that helped 
David Brockman, Massillon, Ohio, 
to keep the Economy Shoe Store on 
the map. He runs a family shoe 
store, catering to a medium priced 
trade, $2.90 to $6.00. One day he 
decided to stock up his shelves with 
six pairs of triple A’s. Well, that 
went over big and ever since then 
he has been pulling trade by ex- 
treme widths—wide or narrow as 
you desire it. He’s done a lot of 
publicity on this point and he gets 
a five time turn-over he says. 

* * * 


lv: a long way 
from Massillon, Ohio, to Billings, 
Montana, but what’s mileage to 
convention fans? At least F. S. 
Todd, who built the first shoe store 
out that way twenty-seven years 
ago, has been traveling back and 
forth to conventions every year 
since. There are 18,000 pair of feet 
in Billings, Montana, all of which 
have to wear shoes sooner or later. 
It’s a modern town, with modern 
stores and a central heating plant 
and fine roads. But—it’s in the 
sugar-beet industry region (which 


isn’t so good for the shoe business ) 


and they are not quite sure out there 
whether prices have struck bottom 
yet or not. But are they discour- 
aged? No, siree! 

“We've hit an air-pocket right 
now, but we’re not going to stay 
there. It’s quality that counts in 
the shoe business,” says Mr. Todd. 
“Montana people are style con- 
scious too. Don’t intend to take 
any back seat to New York or Chi- 
cago. When the sugar-beet busi- 
ness comes right side up again they 
are going to spend money freely 
once more.” 


* 


David Fifield 
hails from Birmingham, Alabama. 
Mr. Fifield owns the French Boot- 
ery down in that town and for the 
past nine years has been an ardent 
advocate of quality. Mr. Fifield has 
always drawn from the elite of 
Birmingham’s 300,000 and in the 
good, old days they used to think 
nothing of paying from $10.50 to 
$30.00 the pair. Well, times being 
what they are there has had to be 
some reduction in price but not 
one whit in Mr. Fifield’s convic- 
tions as to what sound business is. 

“There will always be a certain 
percentage of people who will want 
the best. I believe in style and 
quality. The women who patronize 
my store would gladly pay higher 
prices today if they had the money. 
They have the taste for what is 


SA 


An enterprising shoe dealer extends his advertising appeal! 
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SUIT SEASON 


By RUTH HARRINGTON 


They are playing suits in the 
ready-to-wear market. And that—we say—is a good 
idea. It’s good business for ready-to-wear selling and 
for shoes too. A suit gives a woman something fresh 
and interesting to wear that puts her last season’s 
hang-overs to shame. A suit stimulates her interest 
in accessories and makes new hats, new gloves, new 
shoes part of the picture. So—more strength to suits 
— and let’s all help on the good work by talking suits, 
by showing them in advertising, by considering them 
when we buy and sell shoes for spring. 


What the New Suits Are Like 


A suit these days is a broad term. It includes 
every kind of combination that isn’t distinctly a sepa- 
rate coat and a separate dress. 
or a skirt and blouse, with any length of coat or even 
a cape, not necessarily matching, but tied together by 
some link of color, fabric or detail. 

What every shoe man ought to know about suits 
this spring are these few facts: They range from 
strictly tailored types to dressy models, but the 
smartest ones all have a jaunty look that means fairly 
tailored shoes. Fussy details have been cleaned up. 
Puffy sleeves have been modified. Just a few pleats 
or tucks at the shoulder seams now, are all that is left 
of the leg-o-mutton ! 

The high look, however, is still with us. High col- 
lars. Big bows tied under the chin. Even strictly 
tailored suits have wider, shorter lapels. That, of 
course, means continued interest in high cuts in shoes. 

Capes are a very important note. The figure 
sketched on the opposite page is typical of the great 
interest in capes and cape-effects. Jackets emphasize 
odd lengths. Very short jackets. Bolero lengths to 


It may mean a dress.._ 


the waistline. Just below the waistline. Box coats, 
finger tip and three-quarter length, made boxier by a 
broad look in the shoulders. It’s this boxy silhouette, 
in fact, that is chiefly responsible for the jaunty char- 
acter of suits. 

- Fine wool crepes are the best fabrics for suits for 
general wear. Kashas are new for more formal occa- 
sions. Rabbits hair, checks and plaids for the sports 
type. Mannish mixtures and old-fashioned twills for 


classic tailored suits. 


By this time there has been enough actual selling 
in these fabrics to get some percentages on spring 
color preferences. .. 


Blue and Black, or Black and Blue 


Black and blue are close in the race for first place. 
Right now blue is one length ahead. 

Here’s an interesting indication of how strong navy 
is. Silk houses always show their prints in what they 
call “types.” These are big squares giving the pat- 
terns, to which are attached smaller pieces for the 
different color combinations. Cheney Brothers have 
always shown the “type” squares in the best selling 
black and white. This year the salesmen asked to 
have the big pieces made up in navy and white, so 
great is the interest of the garment trade in tenon silks 
to combine with blue woolens. 

It looks as if shoe retailers could sien ome right 
up to the hilt. Admiralty blue, clear and fairly dark, 
is the best bet. The extremely purple, lighter navies, 
shown in some high style collections, in clothes for 
younger girls, and in silk dresses, will mean a certain 
demand for a decidedly purplish leather. But the 

[TURN TO PAGE 33, PLEASE] 
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Recent Developments in 
Ready-to-Wear and Their 
Bearing Upon Shoes 


(1)—With town and 
country suits there 
is nothing better 
than the tailored kid 
and lizard pump with 
a leather 
Women who drive 
their own cars are 
easily sold on_ its 
practical features, 
too. 


(2)—Oxfords and 
more oxfords. In blue 
or black with grey, 
or in two shades of 
grey, this is a prac- 
tical shoe for the 
grey costume. 


(4)—The broad T- 

strap, in punched 

calf or service 

leather, fits into the 

picture of box-coated 
suits, 


(3) — The 60/40 
alliance in grey rep- 
tile with a diagonal 
vamp of patent 
leather. 


(5) — An important 
detail in the use of 
tucking to give the 
opera pump that new 
look of jauntiness. 


18 
|! 
| 


14 


Sports Shoe Program for Children 
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Styles Conference at N.S.R.A. Convention, Chicago, 
Advises New Perforated Types of Sport Shoes 


With Chairman Maurice J. Yoskin 
leading the children’s styles conference at the Na- 
tional Shoe Retailers Association Convention, the 
meeting opened with the promotion of the Daniel 
Boone Shoe, developed by the conference as a shoe 
for boys. This all-leather play shoe, laced to the 
top, with or without rubber soles, has been in 
process of development for a year. Its announce- 
ment by Mr. Yoskin resulted in an hour’s debate 
between merchants and manufacturers before the 
final approval of the campaign to promote, popu- 
larize and publicize the name Daniel Boone. The 
shoe is described as an all-leather upper, laced to 
the toe. There is no filler and the inside construc- 
tion is very similar to a moccasin. The welt is 
lockstitched. The outer sole is a chrome re-tanned 
waterproof leather, or all rubber, as preferred. 
It is a play shoe type. 

The conference then went into a style session 
with Chairman Yoskin saying: . 

“The unquestionable pressure of price during 
the past year has resulted in the serious deterio- 
ration of quality in many children’s lines. The 
reaction to this in customer dissatisfacton has 
probably been observed by the trade as a whole. 
We feel that in placing orders for spring that 
extraordinary attention should be given to the 
matter of quality, relatively, of course, in all 
grades, but an avoidance of absolutely inferior 
products for the sake of a small price concession.” 

“It is the observation of your committee that 
there has been evidence of a new buying psychol- 
ogy—that merely offering children’s footwear 
properly priced, although essential, is scarcely 


enough in itself. To it there should be added some. 


individual touch or appeal that perhaps could best 
be visualized by the trade term ‘talking point.’ 
Get the idea of something a little bit better, or dif- 
ferent, from the ordinary into your presentation, 
especially in your children’s lines: 

“Acceptance of the new size runs is now uni- 
versal. No further comment is necessary except 
a listing of these size runs.” 


Baby’s Sizes 2 ‘to 5 
Child’s Sizes 5% to 8 
Children’s Sizes 8% to 12 
Junior Misses’ . Sizes 12% to 3 
Misses’ Sizes 3% to 8 
Modern Misses’ Sizes 3% to 9 
Junior Boy’s Sizes 9. to 2 
Boy’s Sizes 2% to 6 
Big Boy’s Sizes 6% to 8 


Is everybody in accord with these new changes? 

MR. H. A. ALEXANDER (Des Moines) : Why 
not have boys’ sizes 1 to 6? 

CHAIRMAN YOSKIN: For the record: The 
question came up at this meeting to the effect of 
changing the boy’s classification. It has been de- 
cided to discuss our boys’ shoes from 1 to 6. 

CHAIRMAN YOSKIN: At our next meeting 
in April we will put that through in our new classi- 
fications. 

“Patterns : 
1. Oxfords (including moccasin types) in plain toe and 
shield tip effects (soft box preferable). 


2. Ghillie Ties. 
3. Barefoot sandals. 


Note: Included in the general classification of Ghillie ties 
are various modifications of it in open tie effects and unusual 
ornamentation.” 


In going around to the different lines I find they 
are adhering pretty well to these new classifica- 
tions and specifications. Of course while we may 
bring up Ghillie ties, yet if you can not sell Ghille 
ties in your locality it does not mean you have to 
buy them.. But when you get the reports from 
all around the country, it is amazing to note the 
Ghillie ties and the moccasins, and so forth, that 
are sold. However, some cities do not sell them 
at all. 

MR. ALEXANDER: Ghillie ties fell flat in our 
town. 

MISS LEAVER: I find in St. Louis that the 
Ghillie ties are very good. 

MISS VERICK (Milwaukee): I find that the 
moccasin type has greater favor than the Ghillie 
ties. We sell a great deal more moccasins in 
misses’ and children’s shoes. As I see it the 
moccasin is gaining greater favor. 


CHAIRMAN YOSKIN (reading) : 


“Leathers : 
Quality group— 
1. Tan elk finish. 
2. Light, medium and dark smoke shades. 
3. Two-tone shades, including trimmed white shoes. 
4. White leathers. 


Volume Group— : 
1. Tan elk finish type leathers. 
2. Light, medium and dark smoke shades. 
3. Two-tone elk finish shades. 
4. Black calf or side leather.” 


Now for misses’ (sizes 3% to 8) for school 
and sports wear. “In defining the Misses’ size 
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run, 3% to 8, note that we mean especially the 
little girl with the big foot, not the Modern Miss. 
Therefore, our recommendations for the continua- 
tion of the Junior Misses’ patterns and leathers 
is that we are merely following out the girl’s run 
of larger sizes.” 

This growing girl run is a continuation of the 
misses’ and I think that it has been bothering a 
lot of retailers as to whether or not they should 
carry the 12% to 3 sizes all the way up to 6. 
“Patterns: 

1. Oxford, including moccasin types. 

2. Ghillie ties. 

3. Open tie effects treated with the new perforations. 

4. Sandals. 

Leathers: Quality Group— 


1. Tan elk finish. 
2. Unlined weights of boarded calf. 
3. Two-tone shades, including trimmed white shoes.” 


CHAIRMAN YOSKIN: We definitely decided 
upon a limit; 9/8th heels in sizes 5 or 5% do 
not look so high. 

“There is a growing demand for rough grain 
’ leathers in the newer effects for dress. The colors 
are beige and white.” 

Then we come to the Modern Miss, the fussy 
girl who seems to know her own importance. “The 
Modern Miss Shoe, as a class, is an established 
fact. Its position in the store is recognized, its 
field is defined. It has the advantage of complete- 
ly rounding out the Girl’s Department. It offers 
some problems in style selection in order that it 
may be more youthful, but properly stocked it 
retains your girl’s business for a longer period, 
and it attracts additional business. Shoes in this 
department should be styled and carrying heels 
heights up to 13/8ths, and toes somewhat modi- 
fied, as in the last report, but to retain as far as 
possible the fashion trend. 

“The Modern Miss is demanding more fashion- 
able types of shoes, which is made possible by the 
slightly higher and youthful heels in the fashion 
trends.” 

Do you think that covers the Modern Miss to 
an extent? 

MR. J. A. COX (Kansas City): 
heel is high. 

CHAIRMAN YOSKIN: Of course it used to be 
11/8ths, then we went to 12/8ths, and we have 
to stop at something. 

MR. COX: Do you have a separate depart- 
ment for the Modern Miss? 

CHAIRMAN YOSKIN: Yes, sir. 

MR. COX: We don’t; they have to come into 
the children’s department where they bought their 

CHAIRMAN YOSKIN: We have taken a 


I think that 


New Buying Psychology Noted 


4 ERE has been evi- 

dence of a new buy- 
ing psychology,” declared 
Maurice J. Yoskin in dis- 
cussing children’s shoes 
at the styles conference 
in connection with the 
N.S.R. A. convention in 
Chicago. 

“Merely offering chil- 
dren’s footwear, proper! 
priced, although essential, 
is scarcely enough in it- 
self. To it there should 
be added some individual 
touch or appeal that per- : 


haps could best be visual- ) — 
ized by the trade term MAURICE J. YOSKIN 


‘talking point.’ Get the 

idea of something a little bit better, or different from 
the ordinary, into your presentation, especially in your 
children’s lines... . 

“The unquestionable pressure of price during the past 
year has resulted in the serious deterioration of quality 
in many children’s lines. The reaction to this in cus- 
tomer dissatisfaction has probably been observed by the 
trade as a whole. We feel that in placing orders for 
Spring, extraordinary attention should be given to the 
matter of quality, relatively of course, in all grades.” 


special section and call it the Modern Miss Section. 
It was done with little expense but it gives that 
department a more sophisticated atmosphere. 

There is something else we would like to discuss 
—something we could not apply in our report. 
There has been a sudden demand for rough leather, 
unfinished suede. I understand there is a lot of 
it being sold. There is a question of whether we 
should buy that leather. 

MR. ALEXANDER: There has been a demand 
on the manufacturer to hit on something new. 

CHAIRMAN YOSKIN: Is it worth while dis- 
cussing? 

MR. COX: I have tried it and I could not sell 
it with any degree of success, but what I get from 
the manufacturer is that those who have sold any 
quantity have sold it on the West Coast. 

CHAIRMAN YOSKIN: Now we are coming 
to the Junior Boys and Boys. It is the understand- 
ing that at our next meeting we are going to 
bring up and discuss whether it is advisable to run 
boys’ shoes from 2 to 5. That is a matter for the 
committee-at-large to discuss. I think that we 
ought to go after it once more. Personally, I am in 
favor of 24% to 6. Asa committee we have to please 

x [TURN TO PAGE 30, PLEASE] 
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A window setting built round Spanish theme by Fronkile Simon & Co. New York, to feature thelr “Lengueta” line of small 


tongue effects. 


“Lengueta” means “little tongue 


in Spanish. 


Create New Window Atmosphere 


for the New 


Season's Shoes 
ter: the Spline 


are beginning to make their appearance in store win- 
dows. The early showing of footwear for the 
new season is one of the merchandising trends that 
have developed in the past few years, and keen mer- 
chants are finding it possible by this means to raise 
their average profit percentage during the period of 
markdowns. In other words, advance models for 
the season just ahead can be sold at regular profits 
while markdowns are being taken on clearance stocks, 
and in this manner the destructive effect of the mark- 
down period can, in part at least, be mitigated. 

To accomplish this, however, it is necessary to 


Plan a Practical Spring Program of Window and 
Advertising Promotion With Foot Health Week 
and Sport Shoe Week as Red Letter Features 


feature the new shoes attractively and impress the 
public with the fact that they are new styles. The 
Spring merchandise should, if possible, be shown in a 
different window, apart from the windows in which 
clearance sale shoes are being featured. An effort 
should be made to give the new merchandise a display 
that is distinctive and different and to create a window 
atmosphere in harmony with the spirit of the new 
styles. 

This month many stores will feature footwear for 
southern resort wear and these shoes afford an oppor- 
tunity for attractive and interesting displays built 
around the theme of southern travel and southern 
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An attractive window arrangement by The May Co., Los Angeles, showing how artistic fixtures and display stands can create a 


sports. There is no end to the possibilities of elabo- 
rate displays which can be developed to exemplify 
the southern vacation idea; on the other hand it is 
possible to create simple and inexpensive windows 
that will get the idea over with equal effectiveness. 
Illustrations and advertising material can often be 
obtained from railways and steamship companies 
and used in connection with sportswear and accesso- 
ries to make an attractive southern window. 

This is the season of the year in which merchants 
should also begin to give careful thought to the plan- 
ning of their window displays for the Spring selling 
season, to the end that they will be prepared to present 
an attractive series of selling windows during the 
important weeks before and immediately following 
Easter. ~Window displays should be coordinated 
effectively with general merchandising, advertising 
and selling plans so that maximum promotional and 
sales value will be accomplished. 

In these days of competition and sales pressure, 
merchants are turning more and more to the special 
promotion as a means of developing extra business, 
and the cooperative promotion, participated in by all 
of the stores of the community, is growing in favor 
in many cities. Pittsburgh, for example, has achieved 
real results with its semi-annual Shoe Week, when 
all merchants, through their association, cooperate 
through massed publicity and, with the aid of one of 
the leading newspapers, create a shoe consciousness 
that results in worth while extra business. Other 


effect without elaborate backgrounds. 


cities in which there exists a cooperative spirit among 
the merchants or where there is a live and active re- 
tailers’ association may find it to their advantage in 
the coming season to plan one of these cooperative 
promotions. When the advertising and the window 
displays of all stores in a community are all keyed to 
a single selling theme the results are cumulative and 
sales follow with certainty. 

Aside from such considerations as community and 
individual store promotions, there are two events that 
should loom large on the merchandising calendar of 
every retail shoe man in the coming season. One of 
these is National Foot Health Week, to be participated 
in by the shoe trade in cooperation with the National 
Association of Chiropodists, which has fixed the week 
of April 17-22 for this important promotion. 


The other important promotion 
is National Sport Shoe Week, successfully inaugu- 
rated last year by Boor aNp SHoE Recorper, and 
scheduled for repetition this coming season. The 
dates for National Sport Shoe Week have been desig- 
nated as May 22-29. Concrete suggestions for adver- 
tising and window displays for these events will be 
given in forthcoming issues, but the dates are an- 
nounced at this time so that merchants may plan 
accordingly in the development of their advertising 
and window schedules. 


17 
AG 


Stop Breaking 
Commandments 
Business! 


Now is the Time 

to Establish New 
Standards for 
MERCHANDISING 
SERVICE and 
ADVERTISING 


The important theme in merchandising 
is emphasized by P. A. O’Connell, president of the 
National Retail Dry Goods Association, as being— 
establishing new standards of merchandising, adver- 
tising and service, with particular emphasis on quality 
and reliability. He says: 

“The declining purchasing power of our people has 
resulted in decreased volume with rapidly diminishing 
profits, or no profits at all. These factors demand 
that merchants must further adjust themselves to the 
outlook which 1933 presents. New merchandising 
policies must be formulated; more effective adver- 
tising and promotion must be used; service features 
must be put on a more economical basis ; adequate, but 
inexpensive, control methods must be devised ; chang- 
ing consumer buying habits must be studied, operat- 
ing costs must continue to receive close scrutiny, and 
further adjustments of our organizations and person- 
nel must be considered. 

“In addition, the need for fostering the production 
and distribution of quality goods, to supplant the 
great quantities of shoddy and unserviceable mer- 
chandise which have flooded our markets during the 
past two to three years, will receive its due share of 
attention. - Only through encouraging the production 
and sale of serviceable merchandise can we Hope to 
restore consumer confidence in the products of our 


BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, Jan. 21, 1933 


industries and the selling agencies which distribute 
them.” 

To restore the confidence of the public in the 
products of industry, may we present three declara- 
tions from three sources. First, a declaration of 
objective by Black, Starr & Frost-Gorham, Inc., of 
New York; second, a Credo by Marshall Field & Co. 
of Chicago and third, a shoe creed from C. A. Spraley, 
shoe buyer for B; Lowenstein & Co., of Memphis, 
Tenn. Here they are: 

Marshall Field & Company of Chicago, published 
the following Credo in all of the newspapers of 
Chicago : 

CREDO 


I 
“We believe in the United States of America; in the sound- 
ness and permanence of its institutions; in its destiny to lead 
the family of nations to peace, brotherhood, and contentment. 


II 
“We believe in the ability of our appointed leaders to over- 
come the obstacles which obstruct the path of our people to 
happiness and prosperity. 


| 18 | 
‘gy \ 
. 
LEA / | 
EZ 
AS 
BA 
. 
HARRY — 3 
tc 
fe 
th 
M 
tu 
re 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Jan. 21, 1933 


“We believe that the business men of this country can and 
will work together for our national welfare; setting aside, if 
need be, the powerful influences of self-interest; and will so 
coordinate their efforts and policies that recovery—material 
and spiritual—will be hastened. 


IV 
“We believe it to be the duty of all who have jobs, to try 
to create jobs for those who have not. 


“We believe that we can best show our patriotism and our 
faith in our country by thrusting aside all distraction, setting 
our faces forward, and working—harder, more thoughtfully 
than ever before.” 

* * * * 


‘C. A. Spraley, shoe buyer for B. Lowenstein & Co., 
Memphis, Tenn., says the following is my creed for 
1933: 

I BELIEVE the most important question confronting 
us today is that of quality. Here we have an oppor- 
tunity to make or break our business, to improve our 
reputation or destroy it, to build good will or tear it 
down. 


Objectives in Business 


The creation of new and beautiful merchandise 


The maintenance of a complete and diversified 
selection 


The strict adherence to our high standards of 
quality 

The offering of our goods at prices as low as 
possible, effecting every practical economy—— 


These will be our objectives throughout the 
coming year. 
Black, Starr & Frost-Gorham, N. Y. 


as 


I BELIEVE while being forced to compete with irre- 
sponsible merchants, who sell inferior goods at a price, 
we should keep a critical eye that ours is value and 
quality at a fair price. 

I BELIEVE that chiseling a customer into the pur- 
chase of an article because it looks attractive, yet lacks 
quality, using as medium for such a sale our reputa- 
tion for value and quality, will be ruinous to our repu- 
tation. 

I BELIEVE the average customer today is wise, that 
real bargains of bygone days when stocks were 
marked down are no longer available, and are looking 
upon ultra bargain merchandise with wary eye and 
suspicion. 

I BELIEVE customers’ footsteps are now turning to 
stores whose integrity is sound, whose standards sig- 
nify quality, whose service is courteous, helpful, satis- 
factory. 

I BELIEVE that a bargain is only a bargain if it 

[TURN TO PAGE 32, PLEASE] 
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Editor 


Copyright, 1933, Boot and Shoe Recorder Publishing Company, Division of United Business Publishers, Inc, New York 


Wat is the message of the show? 
Isn’t it best expressed in the gradual return of 
confidence in goods and services for human use? 
It now appears from a study of the shoe show in Chi- 
cago and the auto show in New York that they both 
have a common denominator. In one case, is is foot 
transportation. In the other—speed transportation. 

Shoe men bought Spring shoes, automobile men 
bought samples. The bulk of the business for Spring 
in both industries will naturally be thrown into in- 
stock service because merchants in both lines are 
playing “close to the vest.” 

But this we can say, with proper authority—that in 
both cases more liberal credits would have resulted 
in bigger and better business. In both cases, with 
free credit policy, new business placed would have 
taxed factories for several months to come. 

Now, we could have wished that a committee of 
bankers had been in attendance at both shows. We 
would have enjoyed the experience of taking the little 
group of bankers to the convention meetings of the 
N. S. R. A., to the sample rooms and to the little 
meetings held here and there, where business was 
second to fellowship. 

If the banking business of this country would 
take its eyes away from the book of debts and look 
into the faces of men and businesses, they would see 
a much better picture. They would see a picture of 
renewed ambition, courage and energy. 

We would have liked to have told these bankers— 
business will be better when bankers make it better 
for industry, for business is set to do a job but is 
held back by the inertia and lassitude of the very men 
who should be at this convention to rekindle merchant 
confidence—for that leads to consumer confidence. 

A story told in Chicago is so typical of present con- 
ditions on the banking fraternity. One speaker told 
of a man who had been in an automobile accident; a 
blood transfusion was necessary and his. neighbor, a 
banker, volunteered. The transfusion was made and 
lo and behold, on the morrow, they found the patient 
frozen stiff. In like manner, the body of business in 


Bring the Banker to a Shoe Show 


this country needs the warm blood of credit and not 
the chill fluid of cold bookkeeping facts. 

If a small group of bankers had talked to the shoe 
men in Chicago, they would have given to an industry 
a Grade A standing for a year to come. 

This thing is quite certain—that there is a vacuum 
of wanted Spring goods in every shoe store. 

Maybe the factory is to get the first bulge of the 
season. Maybe the merchant reasons out that he 
might just as well have some new shoes on hand for 
he has a long season ahead to dispose of them. 

But whatever it is, it is safe to say that there is 
more confidence in shoes as an article of business sale 
and service. 


For Your Store Library 


Preserve your copy of the issue of 
the Boor aNp SHoe Recorper of December 31st, 
showing “A Half Century of Progress.” It will be 
more valuable as time goes on. Many a merchant will 
give it to his son so that the younger generation can 
get a true picture of the industry’s background. 

Letters and telegrams of congratulation have 
poured in and we take this opportunity to make a bow, 
and to express our appreciation of the many nice 
things said. Among the bouquets were a few brick- 
bats for the errors and omissions bound to come in 
the compilation of the names of concerns who were 
in business in 1882 and continuously active to date. 
The Golden Register covered only the primary 
branches of trade—shoe manufacturing and service 
of supplies. If the list had been made to include 
retail establishments, we have a feeling that the book 
would have exceeded the governmental limitation 
of four pounds. Sometime soon we will record the 
half-centenarians at retail to indicate that long service 
is the reward of honorable dealings. 

It was a grand old book, they tell us, and we hope 
it is just a preface to a half century of new progress. 

Thanks, friends, and thanks again. 


Boor 
Tue SHOB 


FOR 


MEN'S 
SUM 
SHOES 
CALF 


There is no other 
leather that com- 
bines requisite 
coolness with ex- 


tended good looks 


and shape reten- 


tion. 


CALF 
TANNERS ASSOCIATION 
a 


Sponsored by 
AMERICAN 


HIDE & 
COMPANY . INC + BOSTON 


When writing advertisers please mention Boot and Shoe Recorder 
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Standardize on 
Cvans. Brand 


When writing advertisers please mention Boot and Shoe Recorder 
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CONTINUES 
HE SAME IN SHOE AFTER SHOE 


If you standardize on Color 101—you secure true uni- 
formity of color—in all sections of the finished shoe, heel 
cover, tip, vamp and quarter. 

That same uniformity of color will continue in bundle 
after bundle of leather, and case after case of shoes. 


Also—an unusually uniform grain throughout the skin— 
clear to the edges. 

Three years’ research has given us a new tannage—where- 
by the color is uniformly struck through the entire fibre 
of the skin from surface to back. 


The top color, or apparent shade, remains final and per- 
manent in the finished shoe. 


A demonstration will be convincing. May we have 
an early opportunity to show you? 


JOHN R. EVANS & CO. 


Camden, New Jersey 
Philadelphia 


Cincinnati 
Milwaukee 


IT’S AN EVANS LEATHER 


When writing advertisers please mention Boot and Shoe Recorder 
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Should we push 
$1. 37 shoes or $1.59 shoes?” Such 
was the question asked at Adams- 
Flanigan, medium-sized depart- 
ment store, which found answers 
by conducting a merchandise sur- 


vey. 

Several office girls were set to 
counting old sales slips, to dis- 
covering the number of items sold, 
by months and departments, in 
each of the price lines. This job 
revealed that in many cases the 
buyers were promoting low price 
lines while the higher price lines 


they neglected were bringing into 
the store a larger revenue; that 
even fast-selling low price lines 
did not often bring in enough 
revenue to warant the advertising 
expenditure. 

Adams-Flanigan is a neighbor- 
hood department store in the 
Bronx. Because of the lower 
rents in the Bronx, the competition 


from downtown stores, the com- 


petition from low price, neighbor- 
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hood specialty shops, the other 
appeal is price. 

When the office girls nthing 
this survey had finished their 
count, and lined up cold statistics 
to face each other, many of the 
opinions holding sway were rudely 
dethroned. 

In the shoe department the sur- 
vey proved an endorsement of the 
buyer’s merchandising strategy. 
Bronx mothers have long been 
buying Enna Jettick shoes from 
Adams-Flanigan at $5 and $6 a 
pair. With the progress of the 
depression the volume of sales 
naturally fell off. In the mean- 
time Bronx daughters had been 
buying their foot finery down in 
Manhattan. The buyer had de- 
termined to add their business to 
his sales volume, and had tempted 
them with three low price lines, 
$1.37, $1.59 and $2.69. The sur- 
vey vindicated his tactics, showing 
that the leader, both in units and 
in dollars, was the $1.59 line. 

But the survey also portrayed 
some interesting side lights. In 
June the heaviest advertising sup- 
port had been placed behind the 
$1.59 leader ; in July the advertis- 


ing was switched experimentally . 


to the $1.37 shoes. Customers fol- 
lowed the advertising; the lower 
price shoe sold at the expense of 
the higher. Yet the sales of the 
$1.59 line remained high enough 
to establish it as a favorite, to con- 
demn the promotion of lower price 


lines. The $5 and $6 shoes held 
second place, and this in spite of 
the fact that the advertising ex- 
pense had been but 1.2 per cent. 
This was an indication to the ad- 
vertising department that more 
effort should be placed behind this 
line, so that a greater dollar vol- 
ume here would offset the expense 
of advertising the $1.59 favorite. 


in 
Philadelphia makes use of the fa- 
miliar penny government post 
card in sending notices to charge 
customers advising them of a 5- 
day private sale. 
The card reads: 
“The opportunity you have been 
awaiting. Prior to announcing 
our Semi-Annual Clearance to the 


SALE 


general public, we invite you as 
one of our valued charge cus- 
tomers, to make private choice in 


advance at the clearance prices. 
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The sale includes thousands of 
seasonable shoes for men, women 
and children; handbags, jewelry, 
accessories, hosiery and children’s 
apparel. This year the reductions 
will be unusually generous and you 
have the last Tuesday, Wednes- 
day, Thursday, Friday and Satur- 
day of December in which to 


choose. Public announcement, 
January 2nd.” 


Shoe stores of 
Seattle offering votes with shoes 
will help to elect “Miss Seattle” 
and send her on a pleasure trip to 
Hawaii, while five runners-up in 
the popularity contest. will receive 
other Coast trips at the close of the 
contest that stimulates the sale of 
shoes in a number of leading shoe 
stores of the city. 
Stores in the contest are the four 
Block shoe stores, the two Flor- 
sheim shoe stores, with exclusive 


footwear for men on Second Ave., 
the Vanity Slipper Shop, and 
Lindgren’s Foot Fitters Shoe store 
on Fourth Ave. All are stimulat- 
ing sales of men’s and women’s 
shoes on the basis of 100 ballots 
for each dollar spent. 

Encouragement to the settle- 
ment of old accounts is also fur- 
nished by the plan, since 100 votes 
are allowed for each dollar paid on 
an old account. 

Eighty young women seek the 
crown of “Miss Seattle” and the 
voyage to Honolulu at the close, 
or one of the other five Pacific 
Coast trips that will climax the 
popularity competition between the 
large group of young women. At 
the men’s shoe stores votes are re- 
quested for the girl-friends at the 
time purchases are made. 
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Of course, votes or ballots alone 
will not sell footwear. But they 
will assist in merchandising shoes. 
Such votes offer further incentive 
for buying footwear now and 
patronizing the shop which seeks 
to help the “girl-friend” to a fine 
vacation voyage. Considerable in- 
terest is rife locally in the contest, 
with all the friends of the eighty 
young Seattle misses out to help 
them win the award, and make 
purchases of footwear at the group 
of representative shoe retailers of 
the Northwest city where votes 
may help them secure fulfillment 
of their personal ambitions. 


The family type 
of shoe store is coming back into 
style, and will be the most success- 
ful merchandiser of the immediate 
future, if John McNamee, man- 
ager of the R. €. Kinney Co. shoe 
store in Highland Park, suburb of 
Detroit, is right. The specialty 
store is being relegated to special- 
ized exclusive shopping districts, 
while a variety of contradictory 
trends are evident in large down- 
town stores. In the neighborhood 
store, the trend back to old-fash- 
ioned patronage of an entire fam- 
ily is in evidence. The same ap- 
plies’ to stores in industrial or 
working class shopping centers. 


The store run by McNamee is a 
case in point. In a new location, 
new building, ultra modernistic 
design might be expected, but it 
will not be found. Instead, the taste 
is to a fairly conservative store, 
catering to the bulk of trade. It 
faces two ways, with the rear, with 
windows, upon a transfer station 
for street cars and buses for work- 
ers going to and from the Ford 


25 


Motor Co. plants—the old plant of 
the company is just across the 
street. 

Interior of the store is being 
slightly redesigned to include bulk 
display of merchandise. Bargain 
counters are being put into a store 
that has not carried them before. 
Strings of bed-slippers and similar 
more or less old-fashioned types of 
display which must seem almost 
rude to modern theoreticians, are 
coming back into use. Everything 
is done in a neat fashion, however, 
and there is not the crowded at- 
mosphere which gave the old store 
its unpleasant appearance. A com- 
promise between the display which 
will allow several square feet to a 
single item and the mere piling up 
of merchandise has been sought 
and obtained. 


Fhe sale of shoes in 
Wonderland, the new children’s 
room in the basement of the Fon- 
tius Shoe store, Denver, Colorado, 
was substantially increased recently 
by placing pictures of the new de- 
partment in the windows of the 
establishment. 

Fontius has been advertising the 
children’s new room for many 
months, but there has been no 
knowledge of what the ingenious 
shop looks like among those never 
having visited it. 

Because it is entirely different 
from any other children’s depart- 
ment set-up in the city, the photo- 
graphs of the shop had a wide ap- 
peal. The shop is distinctive, col- 
orful and appealing, and this fact 
was brought out strongly in the 
pictures. 


Shoe store 
at 37 Munroe St., Lynn, Mass., of- 
fers free lifts to the first 25 cus- 
tomers each day, meaning that it 
attaches new top lifts, by means of 
the toplifting machine, to wood 
heels without charge. Others, who 
came after the first 25 paid 25c. a 
pair for the service. 
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L. L. IMIG 
elected 
Vice-President 


leage Book Fight Won 


Success Announced at the National 


Shoe Travelers’ Convention in Chicago 


At the 22nd Annual Convention 
of the National Shoe Travelers Association held at 
at the Palmer House, Chicago, January 12 and 13, the 
following officers were chosen for the ensuing year: 

President, W. G. Mitchell, San Antonio, Tex. 

Vice-President, L. L. Imig, Milwaukee, Wis. 

Sec’y-Treasurer, T. A. Delaney, Boston, Mass. 

The precedent of advancing the vice-president to 
the presidency, which has been followed with only 
one exception in the history of the association had 
to be abandoned at this convention. Thomas Moody 
of the Southwestern Association, who has served dur- 
ing 1932 as vice-president, when nominated for the 
presidency, declined with the statement that circum- 
stances made it impossible for him to accept: the office. 

John Whittemore, who has so ably served the asso- 
ciation as president during the past year, declined to 
accept a second term because, in his opinion, the in- 
terests of the association would best be served by 
sticking to the rule long ago established or rotating 
the officers rather than reelecting a president for a 
second term. 

Mr. Mitchell, the new National president, is a past 
president of the Southwestern Shoe Travelers Asso- 
ciation and at present is secretary of that body. 

Mr. Imig is a past president of the Milwaukee 


association and for many years has been active in 
the affairs of the National association. 

Tom Delaney, who for ten years has served the 
association as secretary, was reelected by acclamation. 

The report of the secretary showed an increase in 
membership as compared with a year ago and the 
treasurer’s report showed a larger balance in the 
treasury than at the beginning of the year. 

The New Mileage Books. One of the outstanding 
accomplishments of Mr. Whittemore’s administration 
was the winning of the long-waged battle for a inter- 
changeable script mileage book which will be honored 
on all railroads west of Chicago and St. Louis. No 
other organization of traveling men have worked as 
hard and untiringly for this concession in passenger 
rates on steam railroads as have the shoe travelers. 
Mr. Whittemore, as president of the N.S.T.A., made 
it his special business to call on the officials of rail- 
roads and railroad passenger associations and plead 
the cause of the commercial traveler. 

There will be three of these script books. One 
book worth $72.00 will be sold for $54.00, good on 
all roads in the territory west of Chicago and St. 
Louis and east of a north and south line through 

[TURN TO PAGE 31, PLEASE] 
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lesson 
from the humble 
Clothespin 


Satin or Alligator . . the springy double 

tongue in the TRI-SLOT heel grips any thick- 

~ ness of heel covering as securely as the com- 

mon clothespin holds handkerchief or 
blanket. 


Simply tuck the two ends of the covering 
material into the center slot in this patented ADJUSTS ITSELF TO 
heel (see diagram at right) and the tongues ANY THICKNESS OF 
on each side spring back to hold these ends HEEL COVERS 
permanently taut. 

The result: a tighter joint and a heel with 
smoothly rounded breast edges that cannot 
loosen and become frayed. 

Like all Mears heels the TRI-SLOT is 
neater, smarter and superior in uniformity 
and accuracy of duplication. Specify Mears 
TRI-SLOT heels. 


FRED W. MEARS HEEL COMPANY, Inc. 


Auburn, Me. Columbus, O. St. Louis, Mo. 
Conway, N. H. Auburn, N. Y. Salem Depot, N. H. 


Affiliated Company: Fellows Wood Heel Co., Brentwood, N. H. 


MEARS 


When writing advertisers please mention Boot and Shoe Recorder 
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Minds Off Price 


A Birmingham Merchant Outlines Operation Policy 
By GEORGE H. WATSON | 


J. D. CARGILL 
Buyer for Blach’s © 
Men’s Shoe Department 


a of stocks is the 
lever to increase sales being used by the shoe depart- 
ment of Blach’s, Birmingham, Ala. Although the 
tendency of the times is to let stocks dwindle until 
shelves look like a cell block after the prisoners have 
escaped, this department is still building business on 
the idea that customers can get what they want in the 
way of brands, styles and sizes. The store carries 
4000 to 4500 pairs of shoes and continues to. feature 
the “vastness of Blach’s reshoability.” 

“Customers back in the ‘glad, mad days’ could be 
switched from one price or brand to another, but 
they now want ‘what they want when they want it,” 
said J. D. Cargill, buyer of the shoe department. 
“These customers will go elsewhere or do without 


before they will take what they don’t want. Special 
and promotional items don’t click across the counter 
like they formerly did, making it all the more neces- 
sary to keep a regular stock and get business every 
day.” 

Blach’s shoe department has recently been remodeled 
and new fixtures installed to permit it to carry a fuller 
assortment of sizes, qualities, styles, colors, designs 


and price ranges. The store carries two main national- — 


ly known lines for men and two for boys. In addition 
two or three secondary lines are carried in order to 
give a certain flexibility and advantage in advertising, 
price, display and sale. Boys’ shoes are carried for 
those 5 years old and up. The new fixtures conceal 
the stock from public view yet make it convenient to 
the sales staff. 


“Ccstain advantages present themselves 
in continually maintaining model assortments in all 
lines demanded by customers in the usual course of 
events,” said Mr. Cargill. “Such a practice permits 
of a thorough merchandising job each day which is 


not always possible where too many special sales are . 


being held. Unless the department has good luck 
on its promotional events it may find itself over- 
bought on the special lines and may have to starve 
regular stocks until the surplus stock can be disposed 
of. That is a deliberate way to lose sales, profit and 
good will. When customers get what they want that 
builds patronage for the future. When they walk out 
future prospects are gone glimmering. 

“As is well known a good merchandising job each 
day in regular lines requires less sales help. There is 
not the disruption in the steady flow of customers. 
Neither is there the loss from markdown and in- 
ventory shortage that is a product of the sale. 

“In order that stocks sufficient to meet the require- 
ments of our customers may be carried it is necessary 
to purchase accordingly. This means careful study of 
past experiences and close watch on new trends. Stock 
records must not only be kept but studied and used. 
In no other way can assortments be build up behind 
the best selling prices and the investment reduced in 
the slow-moving prices. An adequate stock of course 

‘ [TURN TO PAGE 32, PLEASE] 
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We Nant Harmer Home| 


thi. 


REORDER SHOE STORE 


LAYOUT AND TEXT FOR ADVERTISEMENT 


WE’RE BENT ON TAKING CARE OF YOUR FEET .. ™ 
And that’s our business . . . Recorder shoes have no 


juggled prices. 


_ No manipulated price tickets to give the appearance of 


a so-called sale. 


No misleading statements to stir up unwarranted en- 


thusiasm and disappoint our patrons. 


No absurd price comparisons—and no mark ups and 


mark downs. 


. . . But unquestionabl 
standard and dependable. 


WILL BUY THEM. 


Recorder shoes are stylish, 

Built for comfort and fit 
by shoemakers of ingenious craftmanship. They con- 
tain only the best of materials and leathers that money 
can buy—and they are priced WHERE YOUR MONEY 


LAYOUT AND TEXT FOR ADVERTISEMENT 


THERE’S ONE THING WE WANT TO HAMMER 
HOME!—IT’S THIS... 


Our shoes are sold over the fitting stool, not under 
the hammer—We’re merchants, not auctioneers—We 
never take compassion on Shoe Manufacturers “who 
need the money”— 
wholesalers who are suffering from “cancellations!” 

_ We simply confine ourselves to presenting the finest 
leathers and workmanship in quality shoes that we can 
buy, and price them where YOUR MONEY WILL 
BUY THEM. 


We never go to the rescue of 


| Were Bent on Taking Care 
of Your Feet ~~~~~~~ 


Qnd thats oun 
USINESS~~ 


RECORDER. 
SHOE STORE 
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“Your Master Salesman” 
By WILLIAM J. SNEIDER 


Yow master salesman—who is he ? 
What is his name ?—-What does he do? Why he is the 
little fellow who is trying to do a big selling job on 
the outside. His name is—“Your Ad”—and he ap- 
pears daily before the public as your sales representa- 
tive. He is on the job steadily, carrying your message 
all around your town and even to the suburban sec- 
tions. 

He is your master salesman—who must represent 
the personality of your business. He must tell them 
about the style, quality, fit and price of your shoes ; and 
he must talk to a lot of customers at one time. 


So the Master Salesman talks. 

The presentation of your “ad” layout reflects the 
personality of your store. It should greet your public 
with an approach that is pleasant, attractive and ap- 
pealing. An approach that will attract the reader’s 
eye—and cause him to pause and read the message 
in your text. 

A good plan is to make a dummy-layout of your 
“ad” before you prepare the copy. See if it attracts 
your attention. If your border is simple and neat, 
not ornate or unattractive. If you plan to use illustra- 
tions, see that they will be correlated with the message 
in the text. [TURN TO PAGE 48, PLEASE] 


“Only $3 for all this?” 


You'll be surprised, too, when you see how 
much luxury and convenience you can en- 
joy at the Hotel Lexington for as little as 
$3 a day. ! 

And here’s another fact that’ll make your 
expense account beam with gratitude—it 
costs only $1 a day more for two persons at 
the Lexington. A room which is $3 for one, 
for instance, is only $4 for two persons. 


HOTEL LEXINGTON 


In Grand Central Zone, Lexington Ave. at 48th Street 


NEW YORK CITY 
CHARLES E. ROCHESTER, General Manager 


' 


Sports Shoe Program 
for Children 


[CONTINUED FROM PAGE 15] 


our members and it is worthy of another discus- 
sion. 


“Patterns: 


1. Oxfords and moccasin types. 
2. Sport types with wing tips and saddle effects. 


Leathers : 

1. Elk finish and boarded leathers. 

2. Black. 

3. Two-tone combinations. 

4. White with black or brown trimmings.” 

“White combinations to advance to second posi- 
tion after Easter.” 


MR. ALEXANDER: Perhaps we might put 
in perforated oxfords. 


MR. COX: They ought to be big this year. 


CHAIRMAN YOSKIN: For the record: The 
committee advise strongly perforated types of 
sports shoes. There is a large variety of perfora- 
tions and types to choose from in various combina- 
tions. 
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MR. ALEXANDER: What percentage of high 
shoes have been sold in boys’ shoes? 


CHAIRMAN YOSKIN: I have not figured it 
out. With us, just about naught. 

“A new note for Boys. Your committee has 
taken a very radical step after three years, in 
creating in absolute detail and fixed merchandising 
policy new shoe. The details of this shoe will be 
announced in the very near future. This shoe is to 
be called ‘Daniel Boone.’ ” 

Then shoes for dress occasions. “Sport shoes 
of the dressier type being generally worn even on 
dress occasions in the: summer, the black and 
white, and brown and white, leather soles, may be 
considered along with your black calf oxford, in 
the dress class. 

Note: It is suggested that presentation of sport 
and summer dress patterns be made early, prefer- 
ably immediately after Easter in order to extend 
the season for these types.” 

I believe that covers practically the whole re- 
port. If there are any suggestions, now is the 
time to add them. Has anybody any further sug- 
gestions as to what was missing in our last report: 


MISS VERICK: I think you have covered a 
very wonderful field. 


MISS LEAVER: There is nothing else that | 
can add which has not been discussed. 


MR. GORDON: What percentage do you figure 
for spring on boys’ sport oxfords, white and tan, 
and white and black? 


CHAIRMAN YOSKIN: I would say about 
50-50. Two years ago our experience was that 
the lower price of the sport family was black and 
white and the higher prices brown and white. Last 
year we found that we sold more brown and white. 


MR. COX: That was exactly our experience. 
Brown and white has been gaining. 


MR. ALEXANDER: Personally, I would buy 
the plain ventilated type with tan or black sides— 
the perforated type. 


CHAIRMAN YOSKIN: I think it is safest to 
buy 50-50. Today we are buying our shoes as 
we sell them. It used to be that we bought our 
summer shoes in March and not buy any more. 
Today we buy sparingly but continuously. 


The meeting adjourned. 


Files Trade-Name 


StamForp, Conn.—Julius Rubin has filed a trade- 
name for the Arthur Shoe Store, 200 Atlantic Street, 
listing himself as proprietor. The business had previ- 
ously been operated under the firm name of Arthur’s, 
novelty shoes. 


t 
] 
I 
\ 


| 
| 
| | 
| 


BooT AND SHOE RECORDER bo 
combining THE SHOE RETAILER, Jan. 21, 1933 


Mileage Book Fight Won 


[CONTINUED FROM PAGE 26] 


Denver and Colorado Springs. The second book 
of same value good on all railroads west of Den- 
ver. The third book worth $108.00 to be sold 
for $81.00 will be good on all railroads operating 
west of Chicago and St. Louis to the Pacific Coast. 

Another concession in rates is that traveling 
men using the books will be allowed to check 300 
lb. of baggage without paying excess. 

The eastern roads (those operating east of Chi- 
cago and St. Louis) have not yet accepted the 
plan, but if it works successfully on the western 
roads, it will undoubtedly receive national adop- 
tion. 

Travelers Entertained by Retailers. Preceding the 
official opening of convention of the National Shoe 
Travelers Association, the travelers were the 
luncheon guests of the National Shoe Retailers 
Association. 

Charles Evans, president of the Chicago Shoe 
Travelers Association, presided at the luncheon 
meeting. Short talks were made by James H. 
Stone, manager, and A. H. ‘Geuting, president of 
the National Shoe Retailers Association, and S. J. 
Brouwer, Milwaukee. 

Resolutions. In resolutions adopted by the con- 
vention the shoe travelers went on record as being 
solidly behind “Buy American” movement and 
protested against the importation of rubbers and 
other footwear made in China, Japan and Czecho- 
Slovakia. 

They resolved also to join the movement to ob- 
tain reduced postage on first class mail. 

One of the most touching incidents of the con- 
vention was when all delegates stood with bowed 
heads while a resolution on the death of past 
President Frank B. King was read and adopted. 

The time and place for holding the convention 
next year was left in the hands of the Board of 
Governors. 


Duties Not Enough 


Peasopy, Mass.—Leather manufacturers of this 
North Shore District, especially tanners of calf and 
kid, are saying that the present rates of duty on 
leather are not enough to protect their industry from 
foreign competition. Some of them assert that 
changes in the rate of exchange, which have come 
about the past year or so, have offset all the protec- 
tion that the tariff law provided when it was enacted. 
In this view, they have some support from the shoe 
manufacturers of Lynn, who likewise hold that the 
change in exchange rates has offset duties as pro- 
vided by the tariff law. 


For understanding the problem of Labor 


TRADE-UNION POLICIES IN THE 
MASSACHUSETTS SHOE INDUSTRY 


This book by Thomas L. Norton deals with the problems of 
the shoe workers in Haverhill and Brockton, from 1919 to 
1929. It is at once thorough and practical in the matter 
of giving the trade a perspective. 


$5.00. Columbia University Press, N. Y. C. 


WHEN YOU 


COME TO 


...stay at The TAFT 


At Times Square's largest hotel, 
you're in the center of everything. 
A strategic location for business 
and sightseeing. Unexcelled con- 
venience and comfort. 2000 mod- 
ern, airy rooms. 

Ask for * ALFRED LEWIS, Manager 


1 Tune in on George Hall's Taft 
HOTEL Orchestra, Columbia Network 


% NEW YORK 


Seventh Avenue at 50th Street 
BING & BING MANAGEMENT 


SHOE MEN 
When in New York Stop at the 


HOTEL PLYMOUTH 


49TH ST. NEAR BROADWAY 
You'll like the rates—service—hoepttality 
SINGLE $2.50 UP — DOUBLE $3.50 UP 


400 ROOMS 
All with bath, shower, radio, circulating ice-water 


Five minutes walk to 50 theatres. Convenient to all transportation 
lines and railroad terminals. 


MAKE RESERVATIONS NOW FOR DECEMBER 
DISPLAY WEEK IN NEW YORK 


J. J. SCHAFER, MANAGER 
- 
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HIGTHE NEW YORK MARKET 
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TRENCHY 


WASHINGTON SHOE CO. 
163 Jackson St, 


SEATTLE, W. 
Northwest Pacific Coast 


HOTCHA! 


—say the boys in “high” and college when 


you display this great line of 


Designers and builders of men’s dress 


TIES. 


‘viduality to each pair. 


snappy window card—results? 
Sold Every Pair. 


MARION, INDIANA 


Fast Service Distributing Points 
STEWART - SHOE 
214 8th S8t., 
LOS ANGELES, 
Middle Pacific Coast 


MARION - MADE - FOOTWEAR 
and PRACTICAL, FAST-SELLING NOVEL- 


A bottle of white ink and the students’ natu- 
ral flair for something different gives indi- 


The illustrations show how one Chicago loop 
merchant “dolled” up a pair, along with a 


MARION SHOE CO. 


tates, 
CAL. New York, and New York 
City. 
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Merchandising New Styles 


[CONTINUED FROM PAGE 28] 


depends on the nature of the store. In 
our department we depend largely on 
one brand for an assortment in mens 
shoes and supplement with a brand 
covering the higher price field. The 
same is largely true of our boys’ shoes. 
In a general way our heaviest invest- 
ment is in a medium priced shoe in 
staple sizes and styles. 

“An adequate stock requires more or 
less of a permanent investment and 
while it is necessary to carry a certain 
amount of seasonal, promotional and 
prestige merchandise it should be much 
less in dollars and cents than the regu- 
lar stock. The nature of promotional 
merchandise makes it more treacherous 
and therefore more care is needed in its 
selection and sale. It is however, im- 
portant in sales, profit and goodwill. 
Our prestige merchandise at a little 
higher price than the trade would ordi- 
narily demand does not run more than 
10 per cent of our stock. We use it 
mostly for effect on display and as a 


. background for fast moving merchan- 


dise. 

“In the matter of style we are now 
featuring the wing tip or sharply 
pointed shoe which blends well with 
the new drape suit being displayed by 
the clothing department. However, we 
are holding our investment down in 
this style as we find only a smaller per- 


viction yet on this point. There is an 
advantage in merchandising new styles 
as it tends to take the mind of the cus- 
tomer off price. We are noting a trend 
just now of the public to insist on qual- 
ity more, and this offers an opportunity 
to stress the better wear and superior 
appearance of the good shoe. 

“In order that we may not miss any 
sales for want of stcok we make a care- 
ful study of ‘want slips,’ also unfilled 
telephone and mail orders. These reveal 
merchandise whcih may be profitably 
added to the department. Special or- 
ders are expensive, althoug they may 
be good will builders: We try to have 
the stock to duplicate a “customers 
preference without the necessity of a 
special order or effort to sell him some- 
thing else. : 

“It is only rarely that we use specials 
as volume builders. More dependence is 
placed on a steady day-by-day business. 
Suggestive selling of two or more pair 
at a time helps. We also try to sell a 
pair of shoe trees to most of our cus- 
tomers. It is necessary to sell them on 
the fact that a shoe which is treed when 
not in use looks better and wears long- 
er. A good tree will last a lifetime, but 
= are now featuring a cheaper tree at 

“Close cooperation between depart- 
ments is quite a help in shoe merchan- 
dising. Our shoe and hat departments 
are located in close conjunction and we 
find. that each department can be of 


Stop Breaking Commandments 


[CONTINUED FROM PAGE 19] 


makes a satisfied customer, and that 
a gyped buyer is a poor advertise- 
ment. 

I BELIEVE the primary principles of 
successful retailing are quality first, 
price second,.service third, that ignor- 
ing the first and last, making price 
paramount, is putting your store on the 
spot, or taking it for a ride. 

I BELIEVE in the old adage, you can 
fool some of the people some of the time, 
but not all the people all of the time. 

I BELIEVE it is foolish and unwise to 
take chances on sacrificing the future 
patronage of a customer for a tem- 
porary profit, that a store’s reputation 
must at all times be carefully guarded. 

I BELIEVE it is folly to lower quality 
and make price the principle appeal, 
that selling can be restored to a confi- 
dence level, quality psychology substi- 
tuted for bargain psychology. 

I BELIEVE there is a price level for all 
sorts of merchandise below which a cer- 
tain class of customers will not buy, 
that a recognition of this truth should 
stimulate our desire to put quality first. 
I BELIEVE it is an injustice and an 
injury to the others, as well as to itself, 
for any department to feature mer- 
chandise during a sale, that has not 
been marked under the regular selling 
price, it destroys customer confidence, 
the capstone or secret of a successful 


centage of our customers open to con- 


much help to the other. 


sale event. 
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IT'S A SUIT SEASON 


[CONTINUED FROM PAGE 12] 


volume colors are true navies, consid- 
erably darker than the volume navy of 
last year. 

Next to navy the best selling blues 
are blue sky and blue water blues, me- 
dium to light, without any suggestion 
of a lavender cast. The hyacinth 
blues of mid-season have gone over to 
the purple side and appear as an Easter 
egg color with a certain novelty appeal. 
But the big demand is for clear fresh 
blues all the way down the scale. 


Neutrals Doing Nicely 


Grey has been doing well in woolens. 
Very well. In some places it is even 
outselling beige. It’s strong in silks, 
too, particularly in print backgrounds. 
Most stylists expect beige to come up 
later and out-distance grey. But grey 
at the present time is beyond their ex- 
pectations. This means if you are 
going to play grey shoes, do it now. 
Don’t wait. But get in and get out! 

The National Retail Dry Goods As- 
sociation, who publish every season a 
basic color card, have included two 
greys and three beiges among their ten 
volume suit and coat shades. They 
estimate that the three together will 
account for 26 per cent of the coat and 
suit business up until Easter. In their 
silk card, they have added a Greige 
shade, that middle tone between beige 
and grey. So they think well, you see, 
of the light neutral colors. 

All the greys now shown, in suits 
have a warmer quality than before. 
Often several tones are combined in one 
costume. Still more often grey is 
shown with a contrasting color. 

The wide range of costume greys, 
plus the importance of the middle color, 
greige, make it doubly important to 


pick the most versatile grey shoe that 


British Production Normal 


WASHINGTON, D. C.—A report issued 
by Arthur B. Butman, Chief of - the 
Shoe and Leather Division of the De- 
partment of Commerce on the British 
Industrial Production Quarterly Index, 
states: 

“According to the Board of Trade’s 
Quarterly Index of Production, indus- 
trial activity in the United Kingdom in 
the third quarter of 1932 was 7 per cent 
smaller than in the previous quarter, 
but only 2 per cent less than in the cor- 
responding quarter a year ago. The 
index of production for the group 
‘Leather and Boots and Shoes’ declined 
3.7 per cent, compared to the previous 
quarter, while there was a decline of 
2.5 per cent in comparison to the third 
quarter of 1931. Some part of the de- 
cline is probably attributable to sea- 


sonal causes.” 


you can. “Wearable” grey shoes are 
ones that don’t have to match up too 
exactly with a costume color. Reptiles 
are wearable. Combinations are wear- 
able. Punched grey shoes are good— 
because here again the surface is 
broken up and makes the shoe color 
less insistent. But plain, flat, one-color 
grey shoes are dangerous with a capi- 
tal “D!” 


The Place of Brown 


As far as yardage goes, brown is way 
down the list. In one of the foremost 
woolen houses, it accounts for only four 
per cent of the business done to date. 
But brown is excellent in accents. 
Brown threads appear in many of the 
mixed fabrics—the little checks and in- 
definite patterns that are used in tail- 
ored suits. Many of the smartest light 
neutral costumes have dark brown 
waistcoats, blouses, scarfs or other 
trimmings. This dark blouse idea, of 
course, came originally from the 
Facisti shirt. And this contrast gives 
the light neutrals an entirely new look. 
So there is a place in the picture for 
brown shoes, particularly in the ex- 
tremely tailored types. 


The White Touch 


With navy and black suits, the one 
best accent color is white. This is not 
new, of course. White lingerie touches 
come in with every spring. But the 
idea is more important this year than 
usual. Pique touches and, still newer, 
“matelasse” touches. These blistered 
white cottons and silks are the season’s 
headlines in fabrics. So if some of the 
shoes you are showing for spring are 
trimmed with a tiny touch of white, so 
much the smarter in a season of suits 


Boston Brevities 


At Filene’s—Deep snow arctics, for 
women, rubber bottoms, woven wool 
tops, to keep the ankles warm, and snug 
fastenings to keep the snow out. 

At Hurley’s—men’s store, boots of 
the finest kangaroo, at $13 a pair, “a 
new low price for this high quality.” 

At Jordan’s—“Rugged Oxfords,” of 
baboon calf, with a conspicuous welted 
edge, these for women who walk. 

At Wilbar’s—“Mickey Mouse” ox- 
fords for women, of mouse suede, some 
with kiltie tongues, some with monk 
style fastenings; also grey suede pumps 
and oxfords. 

At Filene’s (sports department)— 
“Hi-Hikers,” of elk, moccasin toe, 
waterproof bottom, ample of leg as well 
as of toe, these for Winter sports. 

At the Regal stores—Lustre cordo- 


vans, at $5.55. 


Advice on Leases 


ATLANTA, GA.—Many shoe stores 
and departments are considering the 
use of a percentage lease next time 
they make or renew their lease. The 
following excerpt from an address by 
A. B. Cates, president of the Adams- 
Cates Realty Company, of Atlanta, Ga., 
may give them an idea of what the per- 
centage lease should contain. 

“There are,” says Mr. Cates, “sev- 
eral types of percentage leases. The 
most popular one provides percentage 
with a minimum guarantee. Another 
form, also widely used, provides per- 
centage but no guarantee. There are 
other forms or types that may be used, 
but all are based on one fundamental 
principle. It is that rental shall be an 
agreed percentage of the total business 
done on the premises. 

“Great care should be taken in the 
preparation of the actual percentage 
rental contract, particularly that part 
of it dealing with percentages, guar- 
antee, when the percentages are to be 
paid and so forth that there may be 
no misunderstandings later in the day. 

“When the lease provides percentages 
and a minimum guarantee, the guar- 
antee, naturally, is paid monthly, in 
advance, as in the old form of lease. 
There should be a proviso in the lease 
stating clearly when the additional 
payments—that is, when the percentage 
exceeds the guarantee—are to be made, 
Usually these payments are made by 
agreement quarterly, semi-annually or 
annually. 

“The lease should also contain an 
agreement whereby the tenant will keep 
accurate books and records accessible 
at all times to the landlord or his agent; 
make monthly reports of sales, and 
periodically have prepared and pre- 
sented to the landlord or his agent cer- 
tified audits of his business and all 
other information to which the land- 
lord may be entitled. 

“A clear understanding of all these 
points in the contract will eliminate 
confusion, misunderstanding and mu- 
tual distrust between the tenant and 
landlord. 

“When business was good, owners 
were inclined to demand excessive 
rents. Now that business is bad, ten- 
ants are inclined, on straight rental 
leases, to demand that the property be 
tied up for a period of years at the 
present rental value. Both positions 
are wrong. 

“The only solution, as I see it, for 
the leasing business under present con- 
ditions, is the percentage lease.” 


Damages Not Allowed 


SEATTLE—Seven dollars and fifty 
cents damages did Miss Margaret Re- 
bahan demand as she brought suit 
against a shoe store here, her claim 
being that tight shoes caused corns, and 
corns hurt her feet as well as her feel- 
ings. The court could not approve of 
the claim. Case dismissed. 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 


Recorder Stock Record Cards Supply a Perpetual Inventory 


sue 


PES! 


Helps you to “buy 
as to 


way with a profit, 
to go light on slow 
movers, to re-size 
frequently on 
wanted styles and 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 
HERE IS THE DIFFERENCE IN THE BOOT AND SHOE RECORDER 
MERCHANDISING METHODS OF TWO MERCHANTS: 


The first took inventory only once a year. He was never sure about the value _ Oa ae 
of his stock, and so paid the board rate for his insurance.: Stock and Daily Sales Card Record. 

The second merchant, through his perpetual inventory knew the approximate Name 
value of his stock at all times. His insurance policies carry the 90% co-insurance rer 
clause which, in his case, means a saving of 20% of his insurance costs. 


When writing advertisers please mention Boot and Shoe Recorder 
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NATIONAL NEWS 


SATURDAY, JANUARY 21, 1933 


EVERY WEEK 


CANADIAN RETAILERS DEBATE TRADE ABUSES 


TORONTO, CAN.—Of outstanding in- 
trest at the annual convention of the 
National Shoe Retailers’ Association of 
Canada, held at the Royal York Hotel, 
this city, Jan. 9 and 10, was the fol- 
lowing resolution dealing with the im- 
portation of footwear from central and 
southern Europe: 

Realizing the growing menace to the 
Canadian shoe industry, both in its pro- 
duction and distribution branches, in- 
volved in the importation of footwear, 
and particularly rubber-soled footwear, 
from the countries of central and south- 
ern Europe, for the following reasons: 

“1, That the female labor employed 
is paid a wage representing a standard 
of living that would not be tolerated in 
Canada. 

“2. That the unrestricted importation 
of this type of merchandise will in- 
evitably flood our own Canadian mar- 
kets to the detriment of all factories 
in the Canadian shoe industry, and the 
increasing of the already aggravated 
unemployment situation. 

“Therefore, be it resolved that the 
incoming executive be requested to make 
special representations to the Dominion 
Government at the earliest possible mo- 
ment, suggesting the desirability of 
taking such steps as may be necessary 
to prohibit the importation of this type 


Introduces Barter System 


Toronto, OntT.—The Tillsonburg 
Shoe Company, Ltd., Tillsonburg, one 
of the largest shoe manufacturers in 
southwestern Ontario, recently intro- 
duced a barter plan by which a large 
shipment of turkeys will be exchanged 
for shoes, reports the Department of 
Commerce. The company will have 
them killed and dressed and later sold 


to employees at a price considerably 


of merchandise.” It was pointed out 
that the foregoing question was one 
affecting the shoe trade in the United 
States as seriously as it did Canada. 

George S. Hougham, secretary, in his 
report, advocated an amendment to the 
Municipal Act of Ontario to prevent 
flagrant misrepresentation of what he 
called “perpetual bankruptcies.” He 
declared the names of reputable retail- 
ers were being used by bankruptcy 
liquidators to foist sub-standard mer- 
chandise on the public. 

It was declared at the convention 
that the Canadian shoe manufacturers 
have virtually wiped out the competi- 
tion of products from the United States 
and otlier countries, and that the Ca- 
nadian manufacturers were now finding 
markets for their products in the 
United States. 

No special innovations in shoe styles 
for 1933 were reported. 

The executive officers for 1933 were 
elected as follows: President, A. E. 
Wilson, Hamilton, Ont.; first vice-presi- 
dent, Rowland Hill, Jr., London, Ont.; 
second vice-president, W. H. Mack, 
Montreal; third vice-president, Russell 
Bale, Oshawa, Ont.; treasurer, Harry 
A. Young, Toronto; secretary, George 
S. Hougham, Toronto. 


under market levels. Some 200 em- 
ployees will enjoy a real Christmas din- 
ner, but local butchers are not particu- 
larly enthusiastic over the transaction. 


Production Increase Expected 
MILWAUKEE, W1s.—Local shoe manu- 

facturers expect a gradual increase in 

business from now until Easter which 


this year falls on April 16. Sdlesmen 


are on the road and orders are coming 
in. The convention in Chicago revealed 
the needs of the retail trade and many 
Milwaukee manufacturers were repre- 
sented there. 

Concerns here are generally keeping 
their working forces intact, varying 
working hours with production needs. 
Nunn-Bush is operating on a steady 
five days each week, employing about 
750, with an output of around 3000 
pairs a day. Huth & James have be- 
tween 500 and 600 on the payroll and 
the Ideal Shoe Manufacturing Co. em- 
ploys about 500. 


Forms New Firm 

Lynn, Mass.—Geller Shoe Co. is be- 
ing incorporated, with a capital of 
$100,000, to take over machinery and 
equipment of Daly’s Golden Rule fac- 
tory, for making women’s popular price 
novelties, starting with a production 
of 2000 pairs daily. Samuel Geller, of 
Haverhill, is president, Samuel Weiner, 
of the Unity Shoe Co. of Boston, who 
bought the Golden Rule equipment from 
the receiver, is treasurer, and Louis 
Salvage, of the Unity Shoe Co., is sec- 
retary. 


Get Tax Refunds 


CoLumBus, 0.—Two Ohio shoe man- 
ufacturers received refunds from the 
U. S. Treasury department for income 
taxes collected in excess recently. They 
were the Selby Shoe Co., of Portsmouth, 
$14,379, and the G. Edwin Smith Shoe 
Co., Columbus, $5,717. 


New Firm Starts 

LYNN, Mass.—Regent Shoe Co., 80 
Marshall’s Wharf, has newly started, 
under the management of Henry Mc- 
Dermott, and it is getting out McKay 
comfort shoes for women, and Ameri- 
can welts for sport and street wear. 
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BUSINESS NEWS FROM THE NATIONAL CAPITAL 


DEPARTMENT STORE SALES IN DECEMBER, 1932 


WasHINcTON, D. C.— Preliminary 
figures on the value of department store 
sales show an increase from November 
to December of somewhat less than the 
estimated seasonal amount. The Fed- 
eral Reserve Board’s index, which 


less than Spring 1932. Twenty per cent 
of the stores were budgeting on the 
basis of 15 per cent less. A small per- 
centage indicated that they were ex- 
pecting sales volume to be equal to that 
of the first six months of 1932. The 


PERCENTAGE OF INCREASE OR DECREASE FROM A YEAR AGO 


Federal reserve district: 
—19 
Cleveland ................ — 27 


makes allowance both for number of 
business days and for usual seasonal 
changes, was 62 in December on the 
basis of the 1923-1925 average as 100, 
compared with 65 in November and 71 
in October. 

In comparison with a year ago the 
value of sales for December, according 
to the preliminary figures, was 23 per 
cent smaller. The aggregate for the 
year 1932 as a whole was 23 per cent 
smaller than for the year 1931. 

This is the time when retail stores 
make up their budgets for the ensuing 
year. The stores were asked to reveal 
on what sales volume basis they were 
budgeting Spring 1933. Almost 25 per 
cent of the stores reported that they 
look forward to a volume 10 per cent 


12 Months Numberof Number 
Ending Reporting of 


December December 31* tores Cities 
— 23 — 23 


487 215 


— 20 97 26 
—21 52 

—21 33 14 
—27 37 17 
— 20 50 22 
— 24 22 14 


majority of stores, however, expected a 
decline of between 10 per cent and 15 
per cent for the first six months of the 
year from the sales of a similar period 
in 1932 (sales for the first six months 
of 1932 were 23 per cent lower than 
sales for the first six months of 1931). 

About 60 per cent of the reporting 
stores gave figures indicating the 
change in the number of transactions 
during the year. For the country as a 
whole this change was a decrease of 
4.2 per cent from the number of trans- 
actions which took place in 1931. This 
is the first definite sign that has been 
evidenced of a country wide decline in 
the tonnage or unit volume distributed 
through department stores during any 
period of the depression. 


Imports of Leather Shoes 


WASHINGTON, D. C.—During the first 
eleven months of 1932 the United States 
imported 1,350,753 pairs of leather boots 
and shoes valued at $2,008,734 as com- 
pared with 3,276,353 pairs during the 
corresponding period of 1931; 3,590,752 
pairs in 1930 and 5,533,620 pairs 
in 1929, reports Arthur B. Butman, 
Chief, Shoe and Leather Manufacturers 
Division. 

In 1932 shoes for women and misses 
constituted 82.7 per cent; boots and 
shoes for men and boys 12.4 per cent, 
and children’s shoes 4.9 per cent. 

Czechoslovakia, the principal country 
of origin, supplied 76.2 per cent of the 
imports, or 1,029,503 pairs of shoes, 
valued at $1,145,204, or less than half 
the quantity (2,698,395 pairs) imported 
during the first. eleven months 


year. 
The November imports comprised: 
Leather boots and shoes for men and 


boys, 16,382 pairs, valued at $50,079; 
shoes for women and misses, 32,818 
pairs, valued at $33,372; and children’s 
shoes, 1,232 pairs, valued at $1,244. Im- 
ports of this class of footwear declined 
from 70,474 pairs in September to 45,- 
494 pairs in October and increased 
slightly in November (50,432 pairs). 

Out of 167,399 pairs of men’s and 
boys’ shoes imported during the first 
eleven months of the current year 144,- 
924 pairs were of British origin, and 
16,509 pairs of Czechoslovakia manu- 
facture. During the corresponding pe- 
riod of 1931 the United Kingdom sup- 
plied 103,058 pairs of shoes for men 
and boys. - 

Czechoslovakia, Austria and Switzer- 
land during the first eleven months of 
1932 supplied the United States respec- 


last | tively with 979,645, 70,473 and 33,435 


pairs of women’s and misses’ shoes as 
compared with 2,644,433, 93,546, 60,235 
pairs last year. 
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France Refuses Our Leather 


WASHINGTON, D. C.—No further 
shipments of United States patent 
leather will be admitted to France dur- 
ing the present quarter of the year, 
despite the fact that it is only a few 
days old. 

By cable from its Paris office the 
Department of Commerce has been ad- 
vised that the import quota for. patent 
leather has been exhausted for the quar- 
ter, along with those of steel sheets for 
auto bodies, pitchforks and hooks. 

The quota system in general has been 
continued into the first quarter by the 
French government, which has made 
numerous revisions in the restrictions, 
most of them downward. Some classi- 
fications of products remain unchanged, 
however. The reductions in the quotas, 
the Department learned, resulted from 
excess imports over the fixed quotas 
during the fourth quarter of 1932. 


Leather Prices Decline 


WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the U. S. Depart- 
ment of Labor announces that its index 
number of wholesale prices for the 
week ending Jan. 7 stands at 61.9 as 
compared with 62.2 for the week ending 
Dec. 31 showing a decrease of approxi- 
mately one-half of 1 per cent. These 
index numbers are derived from price 
quotations of 784 commodities, weighted 
according to the importance of each 
commodity and based on average prices 
for the year 1926 as 100.0. 

“Hide and Leather” classification in- 
dicates a decline of 1.9 for the past five 
weeks. For the week ending Dec. 10, 
the given figure was 70.8, while for Jan. 
7 the figure was 68.9. 


Not So Good 


WASHINGTON, D. C.—A bill to forbid 
interstate commerce in goods made in 
factories that employs persons for more 
than 30 hours a week, five days, 6 hours 
to a day, has been introduced into Con- 
gress by Senator Black of Alabama. 
And every shoe factory in the country 
will be affected by that bill, if it is 
enacted. 


Shoe Imports Less 


WASHINGTON, D. C.—Imports of 
shoes and boots into United States in 
the first 11 months of 1932 were 1,350,- 
753 pairs, against 3,276,353 in 1931 and 
5,533,620 in 1929. 
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AND SHOE 


» STORE CHANGES. 


Successful Opening 


MicH.—A main-floor shoe de- 
partment featuring ladies’ novelties ex- 
clusively at $1.95 was opened for busi- 
ness, Saturday, Dec. 17, at. Phil E. 
Goodman’s women’s apparel shop, 519 
South Saginaw Street. More than 3000 
pairs have been stocked, with a full 
choice of sizes ranging from 2% to 9 
and AAA to C widths. Galoshes at 
$1.95 will also be carried. A staff of 
12 clerks served a crowd of patrons 
who filled the shoe department to ca- 
pacity throughout most of the opening 
day, during which an electric clock was 
given free with each purchase. Chairs 
for 40 patrons are provided in the new 
department which is managed by H. B. 
Owen. Mr. Owen came here from Chi- 
cago with 10 years’ experience in the 
shoe business, seven years of which 
were spent with the Kinney shoe chain. 


Revamps Shoe Departments 


SPRINGFIELD, ILL.—In the rear of the 
newly remodeled shoe department in 
the Famous Department Store is the 
new children’s shoe section. This has 
been designated as The Red Goose Shoe 
Airport. 

It is furnished to represent an air- 
port. All footwear for adults also will 
be found in this department at the rear 
of the main floor. B. Portman is man- 
ager of the shoe department with 
Kenneth Sine and Kenneth Grant as- 
sistants. Mr. and Mrs. Morris Kaiser- 
man are proprietors of the Famous de- 
partment store. 


S. Schreier to Retire 


JACKSON, Miss.—S. Schreier, owner 
of the Southern Shoe Co., 126 West 
Capitol Street, has announced that he 
plans to retire from active business for 
the time being due to ill health and that 
the company would be reorganized. 

Paul Schreier, his son, has been in 
Jackson, assisting in the management 
of the business due to his father’s ill- 
ness, but his business at Morgan City, 
La., is calling him back home, and it 
was decided recently to reorganize, ac- 
cording to T. P. Cummings, sales- 
manager. 


Consolidates Stores 


OLYMPIA, WasH.—Charles F. Wil- 
ton, for some years past manager of the 
Buster Brown Shoe Stores at Walla 
Walla, Washington, has purchased the 
business and will consolidate it with 
the Buster Brown Store in Lewiston, 
Idaho. 

Articles of incorporation have been 
filed at Olympia for the Wilton Shoe 
Company, the incorporators being Chas. 
F. Wilton, C. E. Bradley and Paul 
Gregson. 
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THE WINDOW SELLS SHOES 


HUNTINGTON, W. VA.—While there are 
many contributing factors to the success of 
the shoe department of the Geo. H. Wright 
Co., windows play their full part. Showing 
shoes on an eye line as illustrated, is fe of 
the tricks the window man used to good ad- 
vantage. Shoes are carefully groomed before 
going on display as even the best of shoes 
need to look their finest for this close-up 
window inspection. Enough to say, men 
stopped to look, and they bought. That's the 
answer. 


Stones to Open New Store 


CLEVELAND, OHI0—The Stone Shoe 
Co., at present operating three large 
metropolitan stores in Cleveland, will 
open a new exclusive shop for retailing 
Dr. Locke’s prescribed shoes exclusive- 
ly. The new mart will be known as 
Dr. Locke’s shoe store. According to J. 
Harold Roberts, manager for the Stone 
chain, the store will be located at 1603 
Euclid Avenue, in the heart of the 
Playhouse Square district, and will be 
opened about Feb. 1. The store will be 
in charge of a licensed chiropodist. 
Closes Branch 

ATLANTA, GA—The College Slipper 
Shop, 168 Peachtree Street, closed Jan. 
1, 1933. 


COMING TRADE EVENTS 


Baltimore—January 23, 1933. Hotel 
Lord Baltimore. Middle’ Shoe Re- 
tailers’ Association Annual Convention. 


Fort Worth—February 6, 7, 8, 1933. Hotel 
Texas. Texas Shoe Retailers’ Association, 
Annual Convention. 


Indianapolis—February 6, 7, 1933. Hotel Clay- 
pool. Indiana Shoe "Travelers ’ Association 
Annual Meeting. 


Columbus, O.—February 13, 14, Deshler-Wal- 
lick Hotel. Ohio Valley Retail Shoe Dealers’ 
Association Annual Convention. 


Des Moines—February 27, 28, March 1, 1933. 
Hotel Fort Des Moines. Northwestern Shoe 
Retailers’ Regional Association Annual Con- 
vention. 


Everywhere, April 16, 1933. Easter Sunday. 
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Burns Stores Liquidating 


BuFFALO, N. Y.—Burns Retail Stores, 
Inc., with headquarters in the Commer- 
cial Trust Building, with retail foot- 
wear units in Hornell, Olean and 
Niagara Falls, is liquidating its busi- 
ness. Alex Bernstein of Buffalo is 
president of the corporation. Mr. Burns 
formerly operated a chain of retail shoe 
stores in Buffalo. The branches now 
being closed out are located at 88 Main 
Street, Hornell; 219 North Union Street 
and 221 North Union Street, Olean, and 
Main Street, Niagara Falls, 


Moving in March 


NEW ORLEANS—Labiche and Legen- 
dre, retail shoe dealers, have leased 
part of the DeMontluzin building at 
307-09 Baronne Street, to take effect 
March 1, for a consideration of approx- 
imately $42,000. A considerable sum 
will be expended by the new occupants 
of the building in fitting it to their 
needs. In addition to the display 
windows to be installed, a mezzanine 
floor will be erected, appropriate elec- 
trical fixtures will be installed and con- 
siderable other structural and mechan- 
ical work will be necessary. 


Closes Store 

SPRINGFIELD, Mass.— The Spring- 
field store of I. Miller & Sons, Inc., 1342 
Main Street, will be closed about Feb. 1. 
The Miller line of shoes will be sold 
in Springfield by the Albert Steiger 
Co., department store of 1479 Main 
Street. The Miller Springfield store 
was opened in 1924. 

The Miller company, it is understood, 
will also close its store at 8 Green 
Street, Northampton. William Beals 
has been manager of the Springfield 
store during the past two years. 


New Regal Store 


PiTTsBURGH, Pa.—The newest Regal 
Shoe Company store in the country 
opened Friday morning, Dec. 23, at 214 
Fifth Avenue. The store will handle 
men’s shoes exclusively, and is equipped 
with the “Resco” foot-measuring ma- 
chine which accurately measures the 
length and width of the foot while the 
subject is standing. 

W. E. Varney, formerly connected 
with the Regal store at 341 Fifth Ave- 
nue, is manager of the new store. 


Opens Branch Store 


BALTIMORE, Mp. — Silverman Bros., 
operators of a chain of small depart- 
ment stores in Baltimore, Md., have 
opened a new branch at 1713-1715-1717 
Pennsylvania Avenue. A substantial 
shoe section is maintained in this new 
branch. The concern operates several 
stores in the city in all of which shoes 
and rubber footwear for men, women 
and children are carried. 


WHERE TO BUY 


Sport Footwear 


BASS woccasin 
Compan 


G.H.BASS & CO. 


WHERE TO BUY 
Men’s Shoes 


Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 


EAST WEYMOUTH,MASS. U.S.A. 


FoR MEM J 
M. A. PACKARD CO., Makers 


“Tlettleton, 


Shoes Now Retail $8.50 Up. 


Society Steps Out In 
Vivid Slippers 


CHICAGO—With the opening of the gala 
season evening slippers become aa important 
item. This season many smartly dressed socie 
women are choosing very bright colored sandals 
to wear with black and white costumes instead 
of those to match. These are seen at all 
the society functions. These vivid slippers are 
usually matched up with some accessory 
as a bag or scarf. 

According to Marshall Field and Company, 
American Beauty, red and green are fav 
colors. White slippers are tinted in these high 
shades according to the taste of the wearer. 


Boston Brevities 


At Coward’s—Men’s shoes set on 
edge to show contour of treads, for 
some toe out, some toe in and some toe 
straight ahead—an idea for getting 
more soles fitted right. 


At Jordan’s—“Better Shoes at Brok- 
en Prices—$2.98, $3.98 and $5.98”; no 
cutting, hacking or slashing prices— 
just breaking them for January clear- 
ance. 

At Filene’s—Winter sport posters, 
skating parties, snow shoe trips, slid- 
ing down hill and so on, all to sell 
skating boots, ski-shoes and the like. 


At Burt’s—Bench-made turns for 
formal dress—sizes up to No. 10, 
AAAA-C, at no extra charge, another 
instance of longer feet for Dame Bos- 
ton’s daughters. 


At C. Crawford Hollidge’s—A patent 
pump, collared with dark green, and 
stitched scallops on the quarter; also a 
pump of black kid with concentric cir- 


cles of black piping, edged with red, on |- 


either side of the quarter. 

At Andrew’s--The Continental san- 
dal with the new broad front strap, a 
French vamp and a high Spanish heel, 
these being of black and colored leath- 
ers, including grays, and plenty of per- 
forations. 


In several of Boston’s best stores, deck 
shoes, both whites and whites with col- 
or trims, for Winter cruises; also nov- 
elties for Winter resorts—beach wear, 
play wear, rest wear and so on. 

All-A-Glitter sandals, for dancing, 
north, south or elsewhere, in the gay 
social whirl. 

And many other sorts of shoes for 
the start of 1933. 


Seasonable Selling 


Cuicaco— At Marshall Field and 
Company’s the report is that right now 
volume trade is in black kid. Next to 
this come suedes, which are still selling 
well, .especially those with trimmings 
and heels in patent leather, alligator 
and reptile. Women like suedes it is 
said here. Another reason for its con- 
tinued vogue is that it is a material 
particularly effective with the kind of 
wooly materials used this season in 
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women’s dresses. It is expected here 
that after the first of the year reptiles 
will come in strong. 

Since winter has started with heavy 
snows and zero temperature there has 
been a splendid activity in goloshes, it is 
said here. The new models brought out 
this year which simulate calfskin with 
reptile trim and the “suede” rubbers 
have gone over big. However there is 
a class of trade which still prefers the 
tweed goloshes to fleece lined rubbers. 

Carriage boots in white moire with 
white rubber soles and in black velvet 
with black rubber soles are being bought 
by women who need something a little 
more practical than the regulation 
carriage boot as these are serviceable 
for walking short distances in actual 
storms which the velvet affairs are not. 


Slippers Demand Good 


Lynn manufacturers surmise that 
folks are taking more comfort in slip- 
pers at home these days, for the de- 
mand for slippers is fairly active for 
this season of the year, and there is 
new activity in good old comfort shoes. 
As Lynners size up the figures, at least 
35,000,000 pairs of slippers for house 
wear were made last year, by all the 
manufacturers of the nation. But 
there’s the question of when a slipper 
is not a slipper. A bridge party slipper 
may be a dress shoe, and, again, a pair 
of ordinary fireside slippers may suffice 
for foot furniture when the feet are 
under the table while the cards are 
being dealt. 


Teasers at Walk-Over’s 


CuHiIcaco — Some good-looking suede 
belts in brown and black in several 
widths are teasers for trade in the 
windows at the Walk-Over State Street 
store. These are cabana belts made to 
match up with the cabana shoes and 
purses sold earlier in the season. Lots 
of these are being sold, according to 
R. S. Weaver, manager of the store. 

This follows the present craze for 
belts of all kinds for all knids of cos- 
tumes and is an illustration of a timely 
snapping into the demand of the minute 
to push added sales in a store. 


Walking Welts 


Boston—Hanan’s store sold walking 
welts in numbers this year, genuine 
Goodyears, with a substantial sole and 
a leather heel. Some women who ob- 
tained them walked more each day 
than for many a year. A shoe man 
bought a pair for his wife. Now she 
walks him off his feet. He admits it. 


DRIFT BACK TO QUALITY 


Washington’s leading shoe merchants, buyers, 
and managers are reporting a noticeable change 
back to quality shoes. They report customers 
back who they have not seen in the last two 
or three years. Some of these customers admit 
they are dissatisfied with the wear of the 
cheaper shoes and the difference in the service. 
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PIGS WILD 


Peabody, Mass.,- tanners here have secured 
wild pig pelts from far parts, and from the 
wildest of them have had made embossing 
plates, and wild pig leather is starting to come 
from the tanneries. The wild pig is a tougher 
> sg than the tame pig, and so is the 

ather. 


— 


Conservative Bank Optimistic 


“It may be considered,” says a state- 
ment by the National City Bank of 
New York, “that in the past six months 
a ground for business recovery has been 
laid that had not existed hitherto in the 
depression. Taking the period in its 
entirety its outstanding characteristics 
have been these: 

“1. The contraction of credit has been 
halted, and the volume outstanding is 
larger at the end of the period than at 
the beginning. The financial situation 
has improved steadily since early Sum- 
mer, and the growth of confidence in 
the country’s money and in the general 
solvency of the banking system has 
relieved the pressure on credit and thus 
removed one of the causes of deflation. 
Funds have piled up in the centers, 
available to business when trade rela- 
tionships are restored. 

“2. The decline in business activity 
has been stopped, and the level is higher 
at the end than at the beginning. The 
third quarter was a period of improve- 
ment and marked gains in activity, and 
the recession during the final quarter 
has been moderate in most particulars, 
not materially exceeding the seasonal 
expectation. 

“3. The decline in prices was stopped, 
and despite subsequent reactions, stocks 
and bonds hold well above bottom, while 
commodities are but little under the 
June low. 

“4, The piling up of commodity 
stocks has been checked. Although in 
the raw materials the improvements is 
not very substantial, stocks of manu- 
factured goods in all lines are con- 
spicuously low, and much below a year 
ago. The small stocks of automobiles 
in dealers’ hands are an example.” 


Bell’s Booteries Merge 


NASHVILLE, TENN.—Bell’s Booteries, 
Inc., located at 504 Church St., who 
have also for some years operated un- 
der lease the shoe department on the 
second floor of Cain-Sloan Co., one of 
Nashville’s leading department stores, 
have consolidated the two departments 
in the ground floor store. 

The store building at 504 Church 
St. housing Bell’s Booteries, backs up 
against the side wall of Cain-Sloan’s 
building, whose entrances are on the 
corner and on Fifth Ave. 

The corporate name, Bell’s Booteries, 
Inc., remains intact and continues to 
operate under lease the consolidated 
shoe department, but the name Bell’s 
Booteries temporarily fades from the 


picture as far as the general public is 
concerned, the signs on the door and 
show windows, reading “Cain-Sloan, 
Church Street Entrance,” and the busi- 
ness will be known as Cain-Sloan’s 


Shoe Dept. L. H. Brown continues as 
manager. The consolidation of the two 
departments now presents a complete 
stock of over 8000 pairs of fine shoes. 


AN HONORED EMPLOYEE 


The first person hired by Louis S. Byck, 
founder of Byck Bros., over thirty years ago, 
was Miss Alma Spiller. She is still active in 
business, her present position being vice-pres- 
ident in charge of credits. Her associates say 
about her, that she is lively, active and youth- 
ful, and a real honest-to-goodness business 
woman who has retained the eternal feminine. 


Good Holiday Trade 


CINCINNATI— Harry McLaughlin, 
president of the Potter Shoe Company, 
Fifth street, in speaking generally of 
the Christmas trade in all departments 
of Potter’s, said that the sales had been 
very good, and that the outstanding 
feature had been that customers were 
more interested in quality than in low- 
ered prices. This had been true of all 
their merchandise whether shoes, bags 
or hosiery. 

H. Gordon, manager of the Sorority 
Shoe Shop in Potter’s, said that the 
number of pairs of junior and young 
matron’s shoes sold during the Christ- 
mas season had exceeded that of last 
year. This department is enjoying a 
constantly increasing patronage from 
the fact that customers can be fitted 
perfectly in the smartest shoes made, 
but with comfortable medium heels. 


New Chelsea Firm 


CHELSEA, Mass.—The Pilot Shoe Co. 
incorporated with Arthur Rubin, presi- 
dent; Abraham Brown, treasurer, and 
Leo Zelligman, clerk, plans to make 
popular McKays. 


WHERE TO BUY 
Shoe Trees 


PRICE 
PROTECTED 


C 


TREE CORPORATIO 
1472 Broadway, New York 


a: 105 W. ADAMS $7, CHICAGO 


MPLE 
Self Adjusting Shoe Trees 
A gentle squeeze inserts or 
removes. Only six sizes 


Write for unique 
sales plan. 


WHERE TO BUY 


Shoe Forms 


| Jarry Forms| 


FOR SHOES AND HOSIERY 
made from white, 
transparent or colored 
FAIR YLITE 
Shoe Form Co. Ince.. Auburn,N.Y. 


WHERE TO BUY 


Riding Boots 


\ RIDING BOOTS 
\ IN-STOCK 

For Men, Women and 

\ Children—also 

\ Jodhpurs and Field 

Boots. 


Write for catalog. 


‘CONN 


BRAINTREE 
MASS 


SOUTH 


Back to the Farm 


32,000,000 on the farms again, or as many 
as in 1910, reports the U. S. Department of 
Agriculture as it comments on the trend of 
the multitudes, incidentally mentioning that the 
rising generation, now growing up on the 
farms, is training to stay there, where there's 
plenty to eat, and a place to sleep, and chances 
to enjoy the comforts of the farm—well, this 
host, now more than a quarter of the popula- 
tion must have shoes to wear, and good shoes 
at that. 
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WHERE TO BUY 
Dancing Shoes and Taps 


KENDALL’S 


Women's Sizes, 
Minos, Sizes, 11-8 


TAP DANCING 
THEO SLIPPER 
Stock No. 1210 


Patent Leather 
For Growing Girls 
D Widths—Sizes 3-7 
Price $1.25 


SHOE CO., INC. 
47 Duane St., New York City]. 


TAP SLIPPERS 
IN-STOCK 
Black Kid One Stra 
Patent Leather One- 
Stra 1.65 


rap 
Ribbon ties 5c, extra. 
BROOKS ones MFG. CO. 
Swanson & Ritner Sts. 
Phitadeiphie 


WHERE TO BUY 


Children’s Footwear 


MRS. DAY’S IDEAL BABY SHOES 
3 Infants’ Soft Seles.. 


MRS. ae IDEAL BABY 
SHOE CO. 
Locust St. Danvers, 


SPORTINBAK 


FLEXIBLE 
ANKLE SUPPORT 
SHOE 


LIGHT SMOKE 
2 te 6 $1.35 6 to 8 $1.55 
EPHRATA SHOECO., Inc. 


EPHRATA 


TRADE DOINGS 


Downtrend in New York Employ- 
ment 


ALBANY, N. Y.—New York State 
factory employment showed a sharp 
seasonal decline during the November 
to December period, according to a 
statement issued today by Industrial 
Commissioner Frances Perkins. The 
decrease amounted to 3.1 per cent, as 
compared with a normal seasonal loss 
of less than 1 per cent. Total wage 
payments were decreased by 3.6 per 
cent, although normally payrolls have a 
tendency to rise during December. The 
decline reduced employment to approxi- 
mately the September, 1932, level, but 
the number of persons employed was 
still 9 per cent above the July low point. 
Total payrolls were reduced to the 
June, 1932, level, but were 8.1 per cent 
above the July low. Returns from ap- 
proximately 1575 representative New 
York State factories form the basis for 
this analysis. 

The December losses lowered the New 
York State factory employment index, 
based on the 1925-1927 average as 100, 
to 57.1 (preliminary), a loss of 15.7 
per cent from the corresponding period 
of the previous year. The payroll index, 
also with the 1925-1927 base, receded 
to 42.6 (preliminary) where it was 
26.3 per cent below the level of Decem- 
ber, 1931. The movement was general, 
with but two major industrial groups, 
food products and water, light and 
power, going against the downward ten- 
dency. In New York City, the drop was 
somewhat less than in the State, as a 
whole, factory employment in that city 
dropping 2.6 per cent and payrolls de- 
creasing 3.6 per cent. 


Pertinent Shoe Figures 

LYNN, Mass.—These figures are 
current here. The first, from the Lynn 
Shoe Manufacturers Association: 

“Eighty per cent of shoes now in 
current production are to retail at $3 
a pair or less—during the inflation pe- 
riod 80 per cent retailed at $5 a pair 
and up. 

And these from the tanners, to ex- 
plain the decline in the demand for 
leather : 

“Say that 10,000,000 are unemployed 
—more are reported—but take 10,000,- 
000 for ease in figuring—all three 
pairs per person, the common figure— 
then the unemployed are not buying 
30,000,000 pairs of shoes annually. 


“Baa Baa” Rugs 


H 
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GOOD TIPS 


Extra tips—some boys are notoriously, as 
well as traditionally, hard on the toes of their 
shoes. scuff holes through them with 
rare speed. As an antidote for this, some 
stores are now handling shoes with extra tips, 
at least with regular tips of extra stout 
quality, proof against wear and tear and like 
abuse. For these extra tips the stores pay 
a nickel or a dime more, and, in one instance, 
15 cents more. 


“Furthermore—say that each unem- 
ployed person has two dependents—al- 
low two pairs of shoes to each—then it 
appears that 60,000,000 pairs are not 
wanted.” 

These latter figures are used to show 
that unemployment is one of the most 
important issues of the moment. 

The Connery bill, introduced by Con- 
gressman Connery of Lynn, like the 
Black bill, provides for a 30-hour week, 
or five days of six hours each. One 
study of labor conditions in Lynn 
shows that last year shoe workers aver- 
aged not more than 1500 hours of em- 
ployment, which, figured on a work 
year of 50 weeks, reckons out to 30 
hours a week. 


Celebrating Anniversary 


SPRINGFIELD, ILL.— The Frank W. 
Siebert shoe store, owned and operated 
by Frank W. Siebert, is ending its 
thritieth year in the shoe retailing. 

Mr. Siebert started in the shoe busi- 
ness on Jan. 17, 1903, at 622 East 
Adams Street. Here he continued until 
1905 when the business was moved to 
its present location 220 South Sixth 
Street. 

Charles Siebert then became a part- 
ner and the firm was known as Siebert 
brothers until 1918 when the partner- 
ship was dissolved. The firm became 
known as Frank W. Siebert. During 
these years a special department was 
opened, the “children’s cozy bootery,” 
which is managed by Charles Siebert. 
In 1921 the store was remodeled and 
in 1929 again was modernized to keep 
up with the trend of the times. 

At the present time Mr. Siebert and 
his two sons, Luther and Ferdinand; 
Charles Siebert, George Burns and 
Homer Redburn comprise the sales 
force. Mrs. E. G. Wolf, a daughter, 
is in charge of the office. 


Boosts American Goods 


Boston—Along South Street, the 
leather thoroughfare of Boston, the 
question is: “What’s going to happen to 
imported leathers if the ‘Buy American’ 
campaign spreads?” And the answers 
are many and varied. 

Congressman Andrew, from the lead- 
ing shoe and leather district of Massa- 
chusetts, asks the U. S. post office to 
cancel stamps with the phrases “Buy 
Goods Made By Our Own People,” or 
“You Put Americans to Work When 


You Buy American Made Goods.” 
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BooT AND SHOE 


How Many Shines? 


A maker of shirts has demonstrated that his 
shirts may be laundered 105 times. So it 
seems to be up to tanners to demonstrate how 
many shines may be given to the leather of 
which shoes are made, providing, to be sure, 
if it’s the kind that is to be shined, for, these 
days, there are those leathers that have only’ 
to be washed with soap and water, and, also, 
the patent leather with the permanent ‘shine. 


Look for Firm Market 


PreaBopy, Mass.—Tanners tell of ad- 
vances in hides, and some take it as a 
sign of increasing force to the recovery 
of business. Light native hides ad- 
vanced half a cent a pound last week, 
and some sorts of country hides went 
up % of a cent. The slump in hide 
prices during December has now been 
recovered, and business in leather starts 
the new year on a higher level. It is 
reported that neither packers nor deal- 
ers have any large quantities of hides 
to offer, even at higher prices. Some 
tanners now look forward to a firmer 
leather market, partly because of this 
new rise in hides, and partly because 
the demand for leather usually in- 
creases as shoe manufacturers start to 
make shoes for Spring and Summer, 
the season which, generally speaking, 
shows the largest production of foot- 
wear for the year. 

Tanneries here are increasingly ac- 
tive all along the line. 


Still More Taxes 


ATLANTA, GA.—With the approach 
of the meeting of the Georgia General 
Assembly on Jan. 10, it is becoming 
increasingly apparent that the shoe in- 
dustry of the State will have a hard 
fight to prevent the imposition of a 
sales tax on its business. Two meas- 
ures will unquestionably be placed be- 
fore the Legislature. The first will be 
a constitutional amendment to elimi- 
nate the present ad valorem State tax. 
While the second will be the introduc- 
tion of a sales tax measure on mer- 
chandise to make up the $4,000,000 lost 
' through the elimination of the ad 
valorem tax. Members of the Legis- 
lature in all sections of the State have 
expressed themselves as favoring a 
sales tax on merchandise, and there is 
every indication that merchants will 
have a difficult fight to prevent passage 
of legislation of this sort. 


Shoe Store Looted 


New Haven, Conn.—Burglars work- 
ing over the week-end of December 3-4 
ripped the door off a 300-pound safe in 
the store of the John Irving Shoe Co., 
862 Chapel street, and escaped with 
more than $1,200. The safe was drag- 
ged down the cellar stairs to a store- 
room where the yeggs had every op- 
portunity to work without detection. 
The break was discovered by Milton 
Katz, a clerk, when he opened the store 
Monday morning in the absence of 
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secretary. 


Nathan Stern, manager, who was ill. 
Police believe the burglars obtained 
access to the store with skeleton keys. 


Changes Store Name 

MrT. VERNON, O. — The Everly-Ran- 
som Co., which has operated a retail 
shoe store here for many years, has 
changed its corporate name to the Ran- 
som Shoe Co. with Kenneth B. Ransom 
as president and Mary R. Fletcher as 
The store was established 
more than 70 years ago by the late Silar 
Parr, and Mr. Ransom started work at 
the age of 17 years with the company 
and obtained full control five years ago. 


Wholesalers Merge 

Detroit—The American Cash Shoe 
Co. has taken over the business 
of the Brandau Shoe Co., wholesalers’ 
and manufacturers’ representatives, at 
284 West Jefferson Avenue. Oscar J. 
Freiwald, who was manager of the old 
company, is associated with his brother, 
Elmer Freiwald, and Roscoe C. Banker 
in ownership of the new company. The 
organization has been capitalized at 
$25,000, under a Michigan charter. 


Takes Larger Quarters 


OHIO — Barrett’s Shoe 
Store, which is under the management 
of Clifford Barrett, will move into new 
quarters on North Fulton Street within 
a few weeks, it is announced. The 
store room which is now occupied has 
been used as a retail shoe store for 
about 50 years. Necessity for a larger 
space is the reason for the move. 


Old Business Incorporates 


BerEA, On10—The Neubrand Shoe 
Co. has been incorporated with an au- 
thorized capital of $15,000 to succeed 
to the business formerly conducted by 
Percy Neubrand individually at 19 
Front Street. The business will con- 
tinue under family ownership with 
Percy Neubrand in charge. This is an 
old-established enterprise which was 
started by George Neubrand in about 
1892, 


Department Store Chartered 


BALTIMORE, Mp.—The Goldenberg Co., 
Chevy Chase, Md., has been chartered 
to engage in the department store 
business, and is expected to become an 
outlet for footwear, etc. The organ- 
izers are Isaac Goldenberg and Harry 
E. Ullman, both of Baltimore, and 
Theodore R. Peyser, of Chevy Chase, 
Md. Capitalization of this concern is 
set at $250,000. 


Oscar Malm Moves 


Wausa, Nes.—Oscar Malm, who has 
operated a shoe store in Wausa for 16 
years, moved into new quarters on Main 
Street Dec. 1. He formerly worked for 
the Star Clothing House of Wausa for 
10 years. 


WHERE TO BUY 


Women’s Shoes 


CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


"Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 


for All Occasions” 
GENUINE HAND 


he Correct Dodge 


No. 80102 
DYEABLE 
WHITE 


“ONE GOOD TURN SELLS ANOTHER” 


Mr. Malm carries a good line of 
men’s, women’s and children’s shoes 
and hosiery at popular prices. 


Forms Shoe Corporation 


Bripceport, CoNN.—Murray M. Ros- 
enberg has been elected president and 
Samuel H. Rosenberg secretary-treas- 
urer of Miles Shoes of Connecticut, Inc., 
a corporation recently formed here to 
conduct a retail shoe business. Paid-in 
capital is $2000. 


New Buffalo Branches 


BuFFALO, N. Y.—The Cannon Shoe 
Co., has leased two store properties in 
Buffalo and will open them as addi- 
tional units in its retail footwear chain. 
The new stores will be located at 523 
Main Street and 1049 Broadway. 


Price List for $2 Shoes 


Lynn, Mass.—Special price lists, 
for making shoes to retail at $2 a pair, 
have been granted to the Federal Shoe 
Co. and the Swartz Shoe Co. by labor 
unions of Lynn. 
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WHERE TO BUY 


Men's and Women’s 
Slippers 


WOMEN'S 
"D'ORSAY" 


In stock in Blue, Green, 
Black, Brown and Red. 
Peach lining. Padded kid sole 

to match upper. Kid Covered Cuban heels 12/8. 
Sizes 2% to 8. Samples and prices on request, 


SWAN SHOE COMPANY 


2201_ AISQUITH STREET 
BALTIMORE, MARYLAND 


W. 8. CHASE & SONS, INC., 

HAVERHAILL, MASS. 

tn Steck Men's Full Leather Lined 
Handturned Slippers 

Priced from $1.60 

Kid Pullman Slippers 

colores and Black with 


Snap Pocket $1.35 
Zipper Pocket $1.50 


QUALITY 
KID D’ORSAYS 


TO RETAIL AT $1.00 
Padded Cuban Heel. In 


Red, Blue, or Black Kid. 
EN Write for catalog 
FREEMAN T 
SHOE COMPANY 
St. Paul, Minn, 


Incorporates in Maine 


The Gray Shoe Co., which recently 
moved from Lynn to Rumford, Me., 
has incorporated under the laws of 
Maine, with officers as follows: Harry 
I. Solar, Lynn, president; Louis Gray, 
Malden, treasurer, and Max Leaffer, 
Lynn, director. The company is 
making novelties to retail at $2 a pair. 


He Met the Prince 


Boston—Joseph Filliurin, leather 
merchant, is back from a trip abroad, 
with a picture of himself and the Prince 
of Wales, taken when they met at the 
tannery in Northampton. The Prince 
visited the tannery, to look it over, when 
the Boston leather man was there. 


Changes Store Front 


SEATTLE, WASH.—Only recently the 
Fashion Bootery at 216 Pike Street was 
improved, and now an extensive re- 
fashioning of the facade and interior 
with the financial outlay of about $7000 
will be made early in the new year for 
the purpose of creating a distinctive 
shoe store. 


Stetson Store Moves 


R. BRUCE MURPHY 


PITTSBURGH, PA.—The Stetson Shoe 
Shop, Inc., has moved from its former 
location at 203-205 Sixth Street, and 
opened an exclusive store at 518 Wood 
Street. R. Bruce Murphy, who is man- 
ager of the store, has been connected 
with Stetson shoes for the last 16 
years, three years on Sixth Street and 
13 years with the Stetson Shop in the 
Jenkins Arcade. He is secretary of the 
Shoe Retailers Association of Pitts- 
burgh. 

The new store will be the only Stet- 
son establishment in the downtown sec- 
tion, and will carry a complete line of 
men’s and women’s shoes, shoe acces- 
sories and hosiery. A shoe-shining de- 
partment will be maintained in the rear 
of the store. Ultra modern appoint- 
ments include indirect lighting and the 
interior is finished in Circassian walnut. 
A waiting room in the front of the 
store offers an added convenience for 
customers. 


Manning-Armstrong Moves 


NEw BRITAIN, CONN.—The Manning- 
Armstrong Co., retail shoes, has moved 
its New Britain store from 211 Main 
Street to a new and more favorable 
location nearly opposite, at the inter- 
section of Main and Court Streets. The 
company also operates stores at 97 
Pratt Street, Hartford, and 52 Bank 
Street, Waterbury. 


To Make Welting 


BROocKTON.—William B. Atwood, for 
many years identified with the leather 
business here, announces his entry into 
the welting field, as a sideline at his 
West Bartlett St., factory. 

Associated’ with Mr. Atwood in his 
new venture is Charles F. Turner, for 
many years identified with the welting 


business in this city. 
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Takes More Space 


Lynn, Mass.—Troy Shoe Co., at 669 
Washington Street, has taken more 
space, and is increasing on Goodyear 
welts for growing girls, misses and 
children. 


OBITUARY 


Frederick Franzi 


NewsurGH, N. Y.—F rederick Franzi, 
who conducted a retail shoe store here 
for many years, is dead after a long 
illness. 

A widow and two sons survive. 


George C. Ives 


LITCHFIELD, CONN.—George C. Ives, 
for many years a retail shoe merchant 
in this town, is dead, following a pro- 
tracted illness. Mr. Ives was in his 
seventy-eighth year. He is survived by 
a wife and daughter. 


Edward F. Sheffey 


LYNCHBURG, VA.—Edward F. Shef- 
fey, 67, from 1904 until he suffered a 
breakdown five years ago, secretary and 
treasurer and credit manager of the 
Craddock-Terry Company, shoe manu- 
facturers, of Lynchburg, Va., died Jan. 
10 at his home in that city, after a 
short illness of pneumonia. He had 
been prominently identified with Lynch- 
burg activities for more than 50 years, 
having gone to that city at the age of 
16 years. Mr. Sheffey was born Nov. 
12, 1865, at Staffordsville, Giles county, 
this State. He is survived by six sons 
and a daughter. 


Max M. Adler 


BostoN—Max M. Adler, one of the 
best-known men in Boston’s wholesale 
shoe district, died Tuesday, Jan. 10, in 
his home at 19 Melvin Avenue, Brigh- 
ton, Mass. He was 52 years of age. 

Mr. Adler was born in Germany and 
came to this country when a boy, en- 
tering the employ of Al. A. Rosenbush, 
who at that time was operating a shoe 
business in Cambridge. Later the com- 
pany moved to Boston and Mr. Adler 
rose to a responsible position, leaving 
to enter business for himself about 15 
years ago. At one time he was a mem- 
ber of the Katzman-Adler Company, 
shoe wholesalers. More recently he 
was associated with the Wolpert-Adler 
Company, also in the business of whole- 
saling footwear. When this firm was 
dissolved Mr. Adler was instrumental 
in organizing the M. M. A. Chemical 
Company, selling a line of waterless 
cleaners, with offices at 210 Essex 
Street in this city. 

He is survived by his widow, one 
son, Irving Adler; one daughter, Miss 
Juliet Adler; three brothers and two 
sisters. Funeral services were held 
Friday, Jan. 13, at the Temple Ohabei 


Shalom Center in Brookline, Mass. 
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> ON THE SELLING END <« 


News of the Travelers and Sales Activities 


Phillie Travelers Meet 


The annual meeting of the Philadel- 
phia Shoe Travelers Association held 
at the Hotel Adelphia in that city on 
Saturday Dec. 31st was, as usual, a 
very interesting and enjoyable affair. 

Upward of half of the membership 
participated in the luncheon served 
prior to the meeting and enjoyed a 
very interesting entertainment pro- 
vided by the entertainment committee 
under the chairmanship of Sidney 
Horowitz, chairman of the Entertain- 
ment Committee. 

The meeting opened with President 
Wm. J. Miller in the chair. Cal. J. 
Mensch of the Middle Atlantic Shoe 
Retailers Association discussed the plan 
for concerted effort now being made to 
prevent a continuance of the Pennsyl- 
vania State Retail Sales tax. Reports 
of the committees showed that the as- 
sociation is in a very healthy and pros- 
perous financial condition and that the 
membership roster has held up excel- 
lently, considering the difficult business 
conditions prevailing in the past year. 

The following officers for the ensuing 
year resulted from the election: 

Chas. A. Scanlon, President. 

Louis Zuroff, First Vice-Pres. 

Sidney Horowitz, 2nd Vice-Pres. 

John J. Scanlon, 3rd Vice-Pres. 

Of the board of governors, of which 
election was held for three, were the 
following: Stewart Frey, I. F. Ober- 
field, Frank L. Fitzpatrick. Among the 
speakers were veteran shoe traveling 
men including Daddy Earl of Laird, 
Schober & Co., Wm. F. Prather, Willard 
S. Piatt, H. Walter Scott and others. 


Woodbine With 
Colella & Leighton 


Chester D. Woodbine, for many years 
identified with the Thomas D. Mackey 
Company, New York, has become 
identified with Colella & Leighton, well- 
known Lynn manufacturers, and will 
continue his contact. with leading 
Eastern buyers, sharing this territory 
with Representative Harris of this well 
known Lynn house. 

The many friends of “Chet” Wood- 
bine will welcome the news of this popu- 
lar salesman’s new connection, for 
Woodbine has enjoyed the confidence of 
many in the buying fraternity for a 
good many years and his ability to pick 
and merchandise “high styles” has 
never failed to produce the expected 
results, according to a Boston buyer 
who recently declared Woodbine is un- 
canny in selecting numbers that never 
fail to “click.” 

He will work out of the firm’s New 
York offices in the Marbridge building. 


Vanderwood With Bob Smart 


A. Vander- 
wood is now 
representing the 
Bob Smart Shoe 
Co. in greater 
New York. He 
is making a 
very successful 
record with his 
new spring line 
and is sending 
in some splendid 
business. The 
fact that he can 
serve his trade 
from Lynchburg 
by truck enables 
him to start 
right from 
scratch with 
volume business. 


Holds Sales Conference 


Following the semi-annual sales con- 
ference recently held at the Neil House, 
Columbus, by: the Si-En-Tiffick division 
of the H. C. Godman Co., R. A. Grieve, 
sales manager, reported that the follow- 
ing traveling salesmen will carry the 
line for the spring season: 

T. J. Bloomer, Illinois, Iowa and 
Missouri; C. A. Cave, Indiana and 
Michigan; L. S. Espey, California, Ore- 
gon and Washington; M. E. Flynn, New 
York State; C. E. Joss, New England; 
S. E; Koch, Minnesota, Wisconsin, 
North and South Dakota; W. N. Mills, 
Kansas, Nebraska, Oklahoma and Colo- 
rado; F. E. Thomas, southern states; 
A. W. Tornes, Ohio; D. S. Van Tassel, 
Pennsylvania; and A. R. Wright, New 
York City, Philadelphia, New Jersey, 
Delaware, Maryland and Virginia. 

F. A. Miller, president, and J. E. 
Jones, vice-president of the H. C. God- 
man Co., spoke at the sales conference, 
outlining general business conditions 
and plans for the coming selling season. 


Veteran Douglas 
Representative Optimistic 


Looking forward to the coming year 
as one of his best, T. G. Cartlidge, 
veteran representative of the W. L. 
Douglas Company, in the vicinity of 
Texas, for 20 years or more, on a recent 
visit to the factory at Brockton, pre- 
dicted that ’33 will record many new 
friends for his line, judging from the 
new business, he has already booked for 
early delivery. 

A familiar figure in shoe retailing in 
this section of the country, Mr. Cart- 
lidge is especially confident of the 


future of shoe merchants and buyers in 
the Eastern section of the State where 
he looks for a real increase in business 
in the very near future. 


Leslie E. Hills Joins 
Craddock-Terry 


Leslie E. Hills, who for the past 
several years has represented Curtis 
Shoe Company, of Marlboro, Mass., will 
represent the Universal Shoe Manu- 
facturing Company, a branch of Crad- 
dock-Terry Company, making a line of 
men’s shoes at their Milwaukee fac- 
tory. 

The line is particularly adapted for 
young men’s trade, and Mr. Hills, who 
visited Lynchburg this week, was very 
enthusiastic over the new line. He will 
contact only large accounts in the East- 
ern territory. 


Burton Transferred 


A. R. Burton, well known North- 
western representative of the W. L. 
Douglas Company is transferred to 
Kansas, Colorado and Missouri, accord- 
ing to an announcement recently issued 
by T. J. Calahan, Sales Manager of the 
W. L. Douglas Company, Brockton. 

Mr. Burton’s success in his former 
territory has brought about the change, 
which more than likely will permit him 
to keep up his high average in sales 
among Douglas representatives where 
he has made a real reputation as a pro- 
ducer. 


Central Association 
Elects Officers 


The Central Association Traveling 
Shoe Salesmen held their annual ban- 
quet and meeting recently at the Hotel 
Savoy in Kansas City, Mo. As a re- 
sult of the election, C. W. Campbell was 
made president, Fred Levec, vice-presi- 
dent, and J. R. Sells, secretary-treas- 
urer. The following directors will serve 
for the year 1933: F. K. Richardson, 
W. T. Homes, J. F. Clayton, C. R. 
Russell, F. H. Maatsch, C. W. Emrich. 


Burdetts to Represent Huffine & 
Clarke 


“Len” Burdett and “Hap” Burdett 
have joined the sales force of Huffine & 
Clarke, Inc., Rochester, N. Y., and will 
represent them in New England ter- 
ritory. 

The Burdett brothers have established 
a sales office at 183 Essex St., Boston, 
where they are now showing the new 
samples of Huffine & Clarke, Inc. 


H. A. McCaskill in Ohio 


H. A. McCaskill, who is well known 
in shoe traveling circles, has been 
named central Ohio representative for 
the Peters Branch of the International 
Shoe Co., for 26 counties in central 
Ohio, with headquarters at the New 
Southern Hotel, Columbus, Ohio. 
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The Finest Show Card 


JANUARY 
—the most colorful 
—best shoe selling 
Window Display Cards! ! 
Dd your windows If you were the 
prospective customer, would they “sell” you? 
Too many trims are given over to selling some manufacturer's: 
line or brand. Are yours? 
RECORDER window display cards are created each month to 
build “good-will” for you, your store, and to sell merchandise. 
They are colorful, artistic, pleasing to the eye, typical of the 
seasonal atmosphere of the month, thus giving the trim a bright 
fresh appearance. To sell something, you must say some- gp tes al ae 
thing. RECORDER cards do this for you and your store. They ‘as ab seis 
are your firet “interview” with your propective customer, tell- 4 carde—Wemen's Shoes 
ing him or her that you have good merchandise, at fair prices, _—* & 
with courteous service. — service, fitting, ‘ 
y ue of your Pri 
and windows are said to be worth 80% of the rent! Fresca, with 50 blank tickets ie 
without card holders at $1.50 ae 
Sample s will be sent on request ly On Peer + a Exclu 
Holders Supplied shop} 
PRICE TICKETS—Rich Assortment—Always In-Stock 
Attractive, 
Colorful 
Hand-Lettered 
Price Tickets 
In all 
D—Modernistic, 3-Way twe 
cage’ with 
edge, on white. Ss 
No. 
Price Stock Record, and 
Samples. 
| Cheek with Order= 
FREE—A Profit Chart, pocket size. with each order of (24 doz.) price tickets; clips or carton tickets. _ 


When writing advertisers please mention Boot and Shoe Recorder 


| | 
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Service America! 


HOLDERS— 

Oval base—burnished gold— 
3 color trim 
Harmonize with the finest of 
window display fixtures. 


Annual Display Card 
Service includes: 


“Store Window Bulletin,” sup- 

plies merchandising and dis- 

play suggestions each month. 

Special Cards, with wording as 

wanted. 

Exchange of Cards: Annual 

card service subscribers may exchange any cards received for others 

of the current month whose texts better cover their merchandising 

program. 

Price Tickets: Blank tickets matching the current month’s cards, supplied free; neat tickets with prices as 
wanted, but which do not match the show cards, also supplied annual card subscribers free; tickets with prices as 
wanted which match the cards are 50c per 100 additional. 
Exclusive Franchise is given with annual card service to one merchant in an average size town, suburb or city 
shopping center. 


Select the COUPON 


Service You Wish— BOOT AND SHOE RECORDER 


Then Mail Coupon 367 W. Adams St., Chicago, Ill. 
PI 
13 hand designed cards each month, cach Messages” card service 


; : ! , die-cut tops consisting of cards, each month and 
art card holders, with the first month’s service, be- 
colorful, artistic, size 9 by 12 inches; with oy with cards for amet for which we oe 
100 blank price tickets to harmonize with pay _ Per year, pay per month. 
or an oreseen reason we wish to discontin' 
printed, selection of prices as wanted, 50c. service before expiration of order, we agree to oan 
per month additional). Also 6 card holders $1.00 per month additional for each month’s card 


service delivered and agree to return card holders.) 
We sell Men’s, Women’s, Children’s shoes and hosiery. 


(Cross out lines not carried.) 
Printed Price Tickets: — 


BOOT AND SHOE RECORDER 


367 W. Adams St., Chicago, Ill. 


When writing advertisers please mention Boot and Shoe Recorder 
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$5.00 
Monthly 
with first month’s service. 
Service H 
4 card holders Monthly 2 card holders 
onthly 
on United States banks, or include exchange. 
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ann WANT 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


SALESMEN WANTED 


POSITION WANTED 


SALESMEN WANTED: The Step Rite inter- 
mediate creeping and first walking shoes are 
n for live representation in a number of ter- 
ritories, and if. you have a main line that allows 
a portion on of your time to be devoted to a side 
line that is merit, and popularly 
we want to hear fom you. Line is 
C. H. Hawkes & Son, 


1% stock line men’s sh shoes to retail 
for $5.00 and $6.00, strong in stock line 

popular priced English riding boots. Only << 

with reco trade wanted. State ex 

ence, and territory. Address D-250, care 

& Shoe Recorder, 239 West 39th Street, New 
or’ 


“GELF-S1 INFANTS’ SHOES 
E SOUTHERN TIER OF 

STATES traveling in any part of 
the socalled South, and have ‘ main line that 
takes you into gressive ac- 
counts in your territory, you will interested 
in “Self-Starter” footwear. Short line, 10% 
—— — full of merit, that appeal to 
e crit uyer. a ity 
man, and know oe could not 
be interested. 


SALESMEN: Large Eastern Manufacturer of 
Men’s, Women’s, Children’s, Misses’, Boys’ 
soft and hard sole sli Ss, also sandals, has 
following States available for experienced sales- 
men wi Missouri, Minnesota, 


trade: Tenens, 
Towa, North Dakota, South Dakota, Wisconsin, ° 


Michigan, Illinois, Ohio. 
ements. Reply, giving full 2 


references. D- 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


Commission basis, 


ITH new season cha: following _terri- 

tories are available: All New England States; 
Eastern New York; Western New York; New 
York City; Mississippi; Louisiana; Arkansas; 
Michigan; Montana; Southern Wisconsin in- 
cluding Milwaukee; Southern and Eastern IIli- 
nois. Straight commulosion, no objection to non- 
conflictin; Give and refer- 
ences in letter. mA pave MFG. 
Cco., CHIPPEWA 


ALESMEN: Popular priced line of House 

Slippers. ‘Acquainted with rated ac- 
counts. y comm: All 
tories open. Address D-255, care “Boot &S 
Recorder, 239 West 39th Street, New Yorn 


POSITION WANTED 


bility, etc. 


accomplishments. 


The services of an established wholesale footwear executive with 
twenty years’ successful direction of Leather and Rubber distribution 
in the Mississippi Valley area are available. 
tions as to capacity, experience and trade contacts can be furnished, 
plus assurances covering personal integrity and financial responsi- 


Salary not an objective, remuneration to be measured solely on 


Address D 243, care BOOT & SHOE RECORDER 
367 West Adams St., Chicago, TL. 


Unquestioned qualifica- 


round work, and Reliable. 
References. George Shero oof Division 
Ave., Brooklyn, N. Y. 


RETAIL SALESMAN, 32 years, live wire, 
fifteen years’ experience high class women’s 
trade department store experience in South and 
West. ggressive merchandising and executive 
experience. Willing to work hard. Locate any- 
where. Only Al references. Pay own 4 
ar Address D-258, care Boot & 
239 West 39th Street, York 


WANTED Position as traveling salesman with 
moderate priced line of either men’s, women’s 
or children’s shoes, for Wisconsin, Michigan 
and Minnesota. Al references. Address D-257, 
care Boot & Shoe Fas 239 West 39th 
Street, New York, N. Y. 


HAYE traveled the Southwest for the past 

fifteen years with one line. Would like to 
make connection with a Factory Line of medium- 
priced Men’s “ Women’s Shoes. Am - 
ally interested in Orthopedic Shoes. Address 
R. A. Hearne, P. "0. Box 872, Fort Worth, Tex. 


ARRIED yrs. old, 13 -, 
ence wholesale og business. ing, 
shipping, receiving, stock-keeping, ae... pi 
in *. return goods crediting, floor and outside 
no object. The- 


References. 
ane 1174 West .» Bronx, 
New York City. 


MANUFACTURERS and Jobbers: If you 
are looking for a salesman to cover 
Pennsylvania, including Pittsburgh, with your 
line, communicate with: Joseph Harris, Secre- 
tary Pennsylvania Shoe Trav. Assn., Hotel 
Henry, Pittsburgh, Penna. 


ATTENTION: Mr. Manufacturer are you in- 
terested in securing the services of a young 
man 33 years of ._ who has sold shoes in 
Chicago, Iowa and Illinois 13 years for three 
concerns in that time, have a strong following 
among chain and department stores as well as 
small accounts. J. All Lasky, 3433 W. 12 Place, 
Chicago, 


FOR LEASE 


FOR LEASE—F New Ladics’ 

Shoe Dept., Gro e Minne- 

sota City. five “Splendid 

prostans ity. One hundred per cent location. 
H. Chapman, 804 Nicollet, Minneapolis. 


FOR RENT 


STOREROOM for rent. Best location for 
shoes in Harrisburg, Pa. Communicate with 
The Wm. B. Schleisner Store, Hbg., Pa. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is Mi charge 


$125. When a box number is desired twelve words should be added for “oe ps lig - 
word of the address should be counted. , 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
t” Advertisements for this page must be in our New York office on Friday of the itl preceding publication. ™& 


7 cents 


In all other cases each 


When writing advertisers please mention Boot and Shoe Recorder 
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LINE WANTED 


WANTED TO PURCHASE 


WANTED TO PURCHASE 


POPULAR Priced Shoe lines for Men and 
Women to sell in the Chicago district. Well- 

known, Long Experience. ax Stein, Room 
404, 189 W. Madison Street, Chicago, Ill. 


A MEDIUM rit line of Women’s shoes for 
the state of California. Have successfully 


sold shoes right in my home state during 1932. 
Can furnish _ best of references. 

Smith, 741 
Calif. : 


. Alexandria Street, Hollywood, 


Phone 
All matters confidential. 


I. SIMON CO. 
101 Reade St. New York Gy 
Phone Worth 2-5: 


We will buy from manufacturers, 
jobbers, and retailers, entire or 
surplus stocks of shoes. Our outlet 
enables us to handle large and 
small quantities. 

INC. 


KIRSCH-BLACHER CO., 
590 Broadway New York 
Phone CAnal 6-4298 and 4299. 


wat have you to offer. Have been con- 
‘Y nected with International Shoe Co. for past 
be ag years. I am at present open for a line 
of shoes with a live-wire concern to cover 
Western Pennsylvania. Best of references. 
Can offer a clientele of well-rated accounts. 
Address Nicholas Zentler, 6318 Forward Ave., 
Pittsburgh, Penna. 


SALESMAN: Eighteen years’ experience cov- 
ering territory West of Denver is open for a 
Girls’ 
ice line. 
ollywood, 


line of Misses, Children’s and Growing 
Shoes, Prefer, Highgrade or medium 
Tanner, 15441%4 Cassil Pl. 

if. 


SALESMAN who has continuously sold shoes 
successfully on the Coast would consider an 
additional line of medium price shoes either 
Men’s, Women’s or Children’s, Have the ac- 
counts and if shoes are Fa can place the 7 
What have you? A. Smith, 741% N 

Alexandria, S Calif. 


WANTED: A line of ge Style 
stocked from AAA to C and retailin 
three dollars for the state of Pennsylvania, 
ern Ohio and West Virginia. Have been on th 
road selling for twenty years. Unauestionable 
references. Address _ Lyttle, 2314 Pit- 
tock St., Pittsburgh, P. 


WANTED: For Ohio and Southern Michigan. 
Novelty line women’s footwear, popular price 
to retail from $1.98 to $3.00 for volume buyers 
and jobbing trade. Twerty years in same terri- 
tory. Can furnish the best of references. Ad- 
dress D-260, care Boot & cae Recorder, 239 
West 39th Street, New York, N 


ast 


SHOE DEPT. WANTED 


WANTED: A WOMEN’S re parent. 
MENT. Our city needs a le- 
to retail shoes from * 95 to $9. 95. 

e have the smartest ready-to-wear shop in 


Northern Michigan serving a population of 
twenty-five thousand. Shoe fixtures installed. 
Splendid opening for a chain or individual. 
Address D-259, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


BUSINESS OPPORTUNITY 


CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can ig to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1394, Address 
—— Laboratory, 21 Back Bay, 

ston, 


Steals Footwear 


BALTIMORE, Mp.—Sports oxfords and 
other footwear, together with hose and 
men’s furnishings were stolen by rob- 
- bers who broke into the shoe and men’s 
furnishings store of H. Edwin Morris, 
Main street, Princess Anne, Md. 

The same burglars, so it is assumed 
also broke into the Goodman Depart- 
ment Store adjoining the Morris shop 
and got away with merchandise. Two 
other establishments were broken in 
and robbed the same night. 


4| 


HOTELS 


HOTELS 


@ large outside rooms 12x20 @ private bath with shower 


YEARLY RENTALS 


@ serving pantry 


319 W. 487TH. ST. 


gerator @ complete hotel service 


otel BELVEDERE 


TEL. PENN. 6-5900 


NEW YORK 


JUST WEST of BWAY 


NEW YORK 
ROOMS 


EACH WITH BATH AND SHOWER 
Circulating Ice Water... Radio... 
Large Closets...Full Length Mirrors 


OTHER UNUSUAL FEATURES 
SUN-RAY HEALTH LAMPS 
Roof Solarium... Air-Cooled Restauran: 


ros #950 $600 


IN THE HEART OF TIMES SQUARE 


Profusion of Colors 


Boston—At the C. Crawford Hol- 
lidge store they carry some of their 
best styles in ten different colors. That 
is, a customer may choose a pattern, 
and then select one or more of any ten 
colors, and the shoes will be supplied 
from stock. 

In one style shoe, a sandal, currently 
offered in this store, five different colors 
were counted for the leather of the 
And other colors were noted 


uppers. 


inside. 


When You GoTo 


A 


For 


PENNSYLVANIA 


th_AND CHESTNUT STS. DELPHIA 


DOUBLE 
BATH 


New Baltimore Stores 


BALTIMORE, Mp.—Recent local shoe 
outlets are: Goldstein’s Shoe Shop, at 
1031 South Charles street; Nat’s Shoe 
& Hosiery Shop, at 1311 West Baltimore 
street, and Sam’s Sample Shoe Shop, 
at 903 South Charles street. 


Will Have Shoe Department 


ATLANTA, GA.—A men’s shoe depart- 
ment will be featured in the new store 
which Baron H. Asher, well-known At- 
lanta clothier, will open at 119-121 
Peachtree Street, in the Candler Build- 
ing, on Feb. 15. Mr. Asher, who was 
formerly a member of the firm of Asher 
Brothers, at the corner of Peachtree 
Street and Auburn Avenue, has been 
out of the clothing business for about 
a year. A long-term lease has been 
signed and the new store will be, it is 
expected, one of the finest men’s wear 
stores in Atlanta. 


| 
We will pay the best price for i 
| 
| 
oe 
a 
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EQUIPMENT 


MACHINERY 


| WATERIAL 


BOOTS AND SHOES 


Bass, G. H., & Co., Wilton, Me............- 38 
Blog Shoe Co,, Inc., New York City...... 40 


Brooks Shee Mfg. Co., Philadelphia, Pa.... 40 


Chase, W. 8., & Sons, Haverhill, Mass.,.... 42 


Connell, J. M., Shoe Co., South Braintree, 
Mass. 39 


Dodge, Bliss & Perry Co., Newburyport, 
Mass. 41 


Ebberts, John, Shoe Co., Buffalo, N. Y.....- 41 
hia, Pa., 
Edwards, J., & Co., Philadelphia, om 


Ephrata Shoe Co., Ephrata, Pa..........-+ 40 


Freeman Shoe Corp., Beloit, Wis...2nd Cover 


Minn. 
Kendall Shoe Co., Haverhill, Mass........ 40 
Marathon Shoe Co., Wausau, Wis.......... 3 
Marion Shoe Co., Marion, Ind...........-- 32 


Nettleton, A. E., Syracuse, N. Y.........-- 38 


Old Colony Shoe Co., Brockton, Mass...... 38 


Packard, M. A., Co., Brockton, Mass....... 38 


Richards & Brennan Co., Randolph, Mass.. 38 
Roberts, Johnson & Rand, St. Louis, Mo..... 8 


Stacy-Adams Coe., Brockton, Mass.......... 38 
Swan Shoe Co., Baltimore, Md............ 42 
Vitality Shoe Co., St. Louis, Mo........... r 
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A BUYING GUIDE TO 
OUR ADVEIRTIVERY 


IN 


a a= 


LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass.............. 5 
American Hide & Leather Co., Boston, Mass. 21 


Evans, John R., & Co., Camden, N. J... .22-23 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


.» Boston, Mass., 
United Shoe Machinery Corp. ~ i. 


SHOE ACCESSORIES 
Simplex Shoe Tree Corp., Chicago, Ill...... 39 


SHOE STORE EQUIPMENT 
Shoe Form Co., Auburn, N. Y.............- 39 


MISCELLANEOUS 
Columbia University Press, New York City. 31 


Hotel Belvedere, New York City............ 47 
Hotei Edison, New York City.............. 47 
Hotel Lexington, New York City.......... 30 
Hotel Plymouth, New York City........... 31 
Hotel Taft, New York City................ 31 
Hotel Pennsylvania, Phila., Pa............. 47 


Kirsch-Blacher Co., Inc., New York City.. 47 


Simon, I.,Co., New York City........ 
Stephenson Laboratory, Boston, Mass..... 47 


Your Master Salesman 
' [CONTINUED FROM PAGE 29] 


Block out your copy with a border of 
white space. Never crowd a lot of 
words in a small space. Make your 
copy easy and readable at a glance. Let 
the word quality predominate in the 
style of your layout, as well as it does 
in the shoe itself. 

Begin your sales talk in your adver- 
tisement by knowing exactly what you 
are going to say, and end it by know- 
ing what you have said. 

You don’t need rules to write adver- 
tisements. You need a knowledge of 
what makes people—“tick.” 

A knowledge of human beings and 
what makes them human. 

Add to your knowledge of humanity 
a thorough knowledge of the shoes you 
are to sell, including all the reasons 
why somebody else might want to buy 
them. 

If you have a long story to tell, take 
the space to tell it. If you’re telling 
them about your shoes, sell them shoes 
—sell them in the language of the man 
or woman who is going to buy them. 

Learn to know your customers, know 
your shoes and learn to speak to your 
prospects in language they can under- 
stand. 

People today are buying on facts— 
facts told to them by shoe merchants 
they believe to be honest. 

They want a maximum of quality and 
style in shoes at a minimum price. 

So we must realize that Salesmanship 
is an art—and the art in selling must 
be embodied in every piece of news- 
paper copy used by shoe merchants in 
order to create a buying urge upon the 
public for the shoes which we want to 
sell them. 


Appointed Receiver 


New Haven, Conn.—E. J. Monde, a 
certified public accountant, has been 
appointed receiver for J. Johnson & 
Sons, 85-89 Church Street, clothiers 
and shoe dealers, following an invol- 
untary bankruptcy action. The com- 
pany will be reorganized after a com- 
vosition settlement with creditors, it is 
believed. The action is a friendly one, 
made necessary by real estate compli- 
cations in which the firm is involved 
and other factors. The recent death 
of Albert Johnson also served to con- 
fuse the company’s affairs. 
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YST SuperFlex Pi 

Style 4237—Adniralty Blue Kid with 

Gun — Silk Kid Trim 3.35 
t, Franco- 


AAAA 515.9 “AAA 5 
AA4%-9 A4-9 312-9 
le 4235 — Same in Dull Black 
id with Black Kid 


Style 4236—Same in 
osan Kid with Chaff 
Beige Kid Trim.$3.60 


DE LUXE MODEL 
NAVARRE . SuperFlex Process 


Style 3279—Chaft Beige Kid with 
Fawn Kid Trim and Corosan Kid Pi ire. 


Copley Last, 17/8 Covered 
Boulevard Hee 
AAA 5%-9 AA4%-9 A4-9 
B3%-9 
Style 3275 —Same in all Dull 


Black Kid with Grey Silk Kid 
Piping $4.35 


UALITY 


merchandising 


QUEEN QUALITY offers progressive dealers the most outstanding merchandising 
proposition on the market; a complete, well-rounded, versatile line of beautiful 
shoes priced to retail at $5 and $6 and the Deluxe line to $8.50. 


This attractive and unusually profitable set-up has special significance to dealers: 


it broadens the market for the line, bringing it into the greater volume field; it makes 
possible greater concentration on a line long recognized as a leader. 

Authentic and particularly timely in design, these lines for early Spring strike a new 
high note in advance styling for the Spring season. Their quality is the traditional 
high Queen Quality standard. Goodyear Welts and SuperFlex lightweight styles are 
thoroughly represented. 

Additional advantages of a’ Queen Quality dealership are found in a complete, 
comprehensive In-Stock Service and in an attractive maintained mark-up policy. 


QUEEN QUALITY SHOE COMPANY, ST.LOUIS, MO. 


Branch of International Shoe Company 


PRICED TO RETAIL AT 


DELUXE MODELS TO $8.50 


REG.U.S. PAT. OFF. 


Nationally Advertised in 
LADIES’ HOME JOURNAL 
Style Black Calf 


18/8 Coe Boulevard Hel” DE LINEATOR Arden Last 15/8 Covered Cuban Heel 


2042—Sane in n White Kid HARPER’S BAZAAR Style in All White Kid... .$3.60 


NDORA . Super Flex Process 
3.35 
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WASHABLE 


Have you seen the new men's shoes made of White 
Levor Grain Goat? They dispel any doubt you may 
have had in your mind about their being real "he- 
man's" shoes. They are! From college boys to well- 
groomed, successful business men, the samples shown 
brought queries: "Where can we buy them?" 


GRAIN GOATSKIN 


The early prejudice against goat leather for men's 
summer shoes came principally from those manufac- 
turers and retailers who never made nor handled a 
plump weight goatskin shoe. You should see the 
amazed inspection some of the skeptics gave samples 
of men's shoes made of white Levor grain goat. 


FOR MEN 


SHOES 


AS TANNED BY{G. LEVOR & CO., INC. 


"They do look good, all right." "Say, send me a 
sample skin in the coarse grain, tool” "Is this made 
of white goat? | didn't think it would look as good 
as this." These were typical expressions from the early 
skeptics, who are now having their manufacturers and 
retail customers endorse sample runs. 


Are you interested in samples of this leather? 


The Whitest Whites 


GLOVERSVILLE, NEW YORK 
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PATENT 
No. 1,885,598 


Kali-ston-ikn SEAMLESS QUARTERS 


re" 


THE MOST SUCCESSFUL RETAIL MERCHAN- 
DISING IDEA EVER INTRODUCED 


The Boot & Shoe Recorder in ita great Half Century of 
Progress Number December 31, writes as follows: 
“Setting down the latest construction feature, which was 
patented by a Western manufacturer in November of 
1932, is the seamless quarter. This provides smoother 
and more comfortable shoes with closer fitting and hug- 
ging heels. It is heralded as one of the most advanced 
developments in children’s shoes. 

“With the last year of progress we see innovation, 
genius, increased effort to better the selling and making 
of children’s shoes, and pause to survey the past to give 
encouragement and hope to the future.” 


U.S. PAT. No. 
1,885,598 


If you’ve been seeking for something sensational, 
some one thing that will actually stimulate buying in 
your children’s shoe department STOP LOOKING 
and get full details on the new KALI-STEN-IKS Seam- 
less Quarter line. You'll find trig little patterns, 
quality shoemaking and that outstanding, widely 
accepted feature “bulb shaped heels with not a single 
seam appearing in the shoe beyond the vamp.” This 
new innovation provides your sales people with a 
talking point that is actually visible. Parents welcome 
this decided improvement in children’s footwear. 
They can readily appreciate the increased comfort 
and easy-wearing qualities of this new type of foot- 
wear. Be modern, be the first in your community to 
show these new shoes. Go out and capture the 
children’s shoe trade. Full details on request. 


THE GILBERT SHOE CO. 
THIENSVILLE, WISCONSIN 


Los Angeles Office 
327 Grosse Bldg. 
Los Angeles, Cal. 


When writing advertisers please mention Boot and Shoe Recorder 
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AN EXAMPLE OF 
BLACK MAGIC 
BY 


EDWIN CLAPP 


and SON, INC. 


* 


The finest shoes have only the finest 
workmanship and the finest leathers. 
That such renowned shoe makers as 
Edwin Clapp select . ..... . 


COLONIAL PATENT 


is a tribute to its superior working and wearing characteristics 
—and to its uniformly high quality. When superior serv- 
ice and satisfaction are required, specify Colonial Patent. 


COLONIAL TANNING (sy?) COMPANY - BOSTON 


“ATENS 


When writing advertisers please mention Boot and Shoe Recorder 
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S056 >. Ruby Kid Blu. Ox. Arch Support 
nsole. 
S56 Same as above in high shoe. 


Combination 

S060 =. Ruby Kid Blu. Ox. Arch Support 
nsole. 

S60 Same as above in high shoe. 


Brouwer Research No. 100 
$0170 Blk. Ruby Kid Blu. Ox. Arch Support 
Insole. 


Orthopedic 

8070 >. Ruby Kid Blu. Ox. Arch Support 
nsole. 

S70 Same as above in high shoe. 


A WEAK Inner Longi- 
tudinal Arch can now 
be held in a_ normal 
position with comfort to 
the shoe wearer. 


Scientific Arch Construction That 
Gives Perfect Foot Balance 


The Musebeck Arch Support Insole shoe after five years 
of testing by many of America’s leading shoe dealers, 
has proven every claim made for this shoe. 


The Musebeck Arch Support Insole shoe straightens 
up any foot with a weakened inner Longitudinal con- 
dition. It does not rob the shoe of any inside measure- 
ment. It is not an appliance but a shoe built on spe- 
cially designed last that will hold a weak foot in a 
normal position giving uniform distribution of body 
weight over bottom of foot. This shoe does not jam 
the nerves or blood stream in the sensitive part of the 
inner arch. It is a form to hold the foot in a natural 
position relieving all foot strain. 


Place the Musebeck Arch Support Insole shoe on all 
men who have a weak inner Longitudinal arch con- 
dition. You will receive a happy reaction from these 
men and you will find it profitable business. 


All oxfords and shoes made with the Arch Support 
Insole are priced at $4.85 less 5% discount 20 days, 
30 days net. 


MUSEBECK SHOE COMPANY 
Men's Touble Aurch (Wear traight Shoes 


Danville Illinois 


When writing advertisers please mention Boot and Shoe Recorder 
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Shoes 


the man about town 


When writing advertisers please mention Boot and Shoe Recorder 
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Koolway is a unique style 
in each shoe thatappeartothe 
tomary perforations. This en- 
fhances foot comfort without C 
detracting from the Koolway’s 
smart appearance. This style 1 
sizes to12,andis priced at $3.15. A 
: 
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GALLUN ANNOUNCES 


a new calf lining with outstanding character- 
istics which lift it from the level of the ordinary: 


One » » vegetable tanned 


Two » » fast color — full 
aniline dyed 


Three » squeak-proof 
Smart» practical» available in colors and russet. 


A. F. GALLUN AND SONS CORPORATION, Milwaukee, Wisconsin 
GALLUN LEATHERS » » » Always Standards of Excellence 


When writing advertisers please mention Boot and Shoe Recorder 
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SOLE LEATHER ‘As MADE SERVICEABLE 
__AS ROPE IS MADE STRONG 


When writing advertisers please asvileieis Boot and Shoe Recorder 


Ever cut into a piece of rope? You maint its strength depends on tightly 
twisted fibers. If the fibers are loose, the rope is weak. Sole leather, like rope, 
is made up of fibers. When hides are grown under proper conditions, the 
fibers are strong. By subjecting hides of strong fiber to the Kistler Process 
of tanning, the improvement on Nature is notably great. Every fiber is so 
firmly united, one to the other, the resulting leather will stand rigorous tests 
for wear. It becomes water-resisting. 


KISTLER"BENCH BRAND’ 
SOLE LEATHER 


is not only fundamentally strong in fiber but it starts with that section of 
a whole side which is known as the bend and the best. Only 13% of a side 
merits classification as BENCH BRAND. The business advantages in this 
finest American tannage are well worth your closest investigation. Many 
hundreds of dealers have capitalized Kistler BENCH BRAND Sole Leather 
for years. Regardless of the inducements for business that you may offer,to 
satisfy the customer on the point of wear, is to serve him repeatedly. Don’t 
pay the penalty of poor sole leather. 


Write us for the names of shoe manufacturers making shoes that 
carry KISTLER “BENCH BRAND” LEATHER SOLES. 


LEATHER COMPANY 


FOUNDED 1840 


BOSTON-MASS- 
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